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@ \ look at tomorrow in luminaires: our NEW HORIZON, A slimmed- 
down silhouette that blends naturally and easily into smart 
architectural trends. But—above all—this latest of LEADERS 


has these detinite operational advantages: 


The beautiful NEW HORIZON (nesting instant-start 
Slimline lamps is easy fo instal easy fO service releases 


ivht with less surface glar And it gives its abundance of 


rror 
‘ 
l © tig ig 


livht longer at 


\ kor tull informatio mn the carefully - onceived advantage Ss of 


\ Re \ the New Horizon series, write today 
\ o DEA DER ELECTRIC COM 


3500 NORTH KEDZ 


















ELECTRICAL WHOLESALERS ... Be a leader in your territory 

EW t ECTRICAL by being the first to have the new developments, such as 
VELOPMENTS ECONOMY "De-Lay” Fuses and Links. Men who buy or 
13 4 specify Fuses are learning about them from ads like this. 
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Gasty precision machines are worth protecting 
against the costly delays caused by needless fuse 
“blows,” resulting from momentary overloads. 

More and more machinery and electrical equip- 
ment are getting this protection with ECONOMY 
“De-Lay” Renewable Fuses, which give maximum 
protection in the 135 to 200% ranges where most 
overloads occur. 

Consult your Electrical Wholesaler; he can 
promptly supply you with these new ECONOMY 
“De-Lay” Renewable Fuses and Renewal Links. 


You are invited to 
write for the New 
Economy Catalog. 


———Se , QENEWABLE CARTRIDg 


May, 1948 —ELECTRICAL WHOLESALING I 

















SALES TESTS SHOW NEW || 


SELL ON 





YOU'VE ALREADY READ that the new G-E 4-Lamp Package ruse PBST Vy a —' 2-3 -— 
is great for your dealers because it sells more lamps, is ‘iomed sence 
SMA ci uies =f 


easier to handle, takes less space, and is ideal for dis- 
play. You know it’s great for the consumer because it’s 
easy to buy, easy to carry, and easy to store. Now here’s 
even more indication that the new G-E 4-Lamp Pack- 
age will increase your G-E lamp profits and make your 
dealers more pleased than ever with their G-E franchise. 


DEALER COMMENTS FROM TEST CITY 


Here, for the first time, are actual comments from 
retailers who sold the new packages in a selected 
sales test area! Listen: 


‘Most people buy 4 bulbs instead of one." 





“Selling the package is easy! It’s also easy to handle." j : 

” = TYPICAL DISPLAY USED IN SALES TEST CITY. . Displays like this helped 
10 out of 17 bulb customers yesterday bought the package. G-E lamps in the new 4-Lamp Package sell on sight. 

“We sold 26 packages the first 2 days without having to test 


f the | a 
vicinal stantly to make G-E lamps Stay Brighter Longer. 


These comments, and scores of others, show that 3. The new 4-Lamp Package is specifically designed 


G-E lamps SELL ON SIGHT—especially in the new to capitalize fully on this consumer preference. 
4-Lamp Package! 





When you give a dealer his first consignment of 


WHY G-E LAMPS SELL ON SIGHT G-E lamps in the new 4-Lamp Package, be sure he 
1. G-E lamps are presold by consistent advertising puts them up where people will see them. When 
in magazines and on the radio. 2. They’re tops for customers see ’em, they buy "em... because G-E 


seeing, because General Electric research works con- LAMPS SELL ON SIGHT! 


G-E LAMPS 


GENERAL ELECTRIC 
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G-E 4-LAMP PACKAGES 
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st grouping of starters 
basic advantages 


easy installation, 
bility to future 


rs permit low-co 
tions. They offer the 
nce, compactness, 
ance and adapta 


Control cente 
in favorable loca 
of attractive appeara 
convenient mainten 


change OF expansion. 
You get better performance in Square D Control centers 


because each of the basic advantages is greatly in- 
creased by the time-proved design and operation of 
Square D Starters plus the inherent value of Circuit 


Breaker protection. 
Call your nearby Square D Field Engineer for 


complete details. 





. “ee 
NADA LTD., TORONTO » SQUARE D de MEXICO, S.A. MEXICO city, D.F. 


SQUARE D COMPANY CA 
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You safeguard your reputation when your fixtures 
are equipped with Certified Ballasts. 
Fixtures with Certified Ballasts assure you and your 
customers of these advantages... 


® Rated light output ® Full lamp life 
® Quiet operation ® Trouble-free performance 


Certified Ballasts deliver this superior performance because they are... 


® Built to rigid specifications 
® Tested and checked regularly by impartial 
Electrical Testing Laboratories, Inc. 





Certified Ballasts are used in all Fleur-O-Lier fixtures, in RLM 
a, Certified Equipment and in Certified Lamps with circline tubes. 


/ERTIFIED BALLAST MANUFACTURERS 





as SPEC. NO 
ee me HIGH PF ° ; 7 
.~ — Makers of Certified Ballasts for Fluorescent Lighting 
> > 
rl 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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PHELPS DODGE COPPER PRODUCTS CORPORATION 
General Offices: 40 Wall Street, New York 5, N. Y. 
Mills: BAYWAY, N. J. * YONKERS, N. Y¥. © FORT WAYNE, IND. © LOS ANGELES, CAL. 








-For Featuring 


Installation ts Fast... Easy! Exclusive 


+ e ” 
The ballast-free channels are hung first—either on the ceiling J ack ni fe 
or suspended—singly or in continuous rows. Then follows simpie, : 7 
straight-through, unobstructed wiring. Finally, the complete reflector H ing eC. Y/, 


unit, which contains reflector, ballast, starter, wiring, lamp holder, lamps, Se S 
and louvres, is put up in one simple, hook-on operation. That's all there is to it! 


Available for 2 100-watt or 
2 40-watt lamps. 


The GUTHLITE provides 
nti ng efficient, glareless, down 
e Li9 light, comfortably pleas- 
Cut; f “ . Giow ing ceiling light, and beauti- 
“/ “Radiant | 
ful soft-lighted sides. There 
are no horizontal light-reflecting 
surfaces to gather dust. 
The reflector and Exterior are finished 300° PERMALUX WHITE, with 
satin finish ALZAK aluminum louvres, polished aluminum 
end ornaments, (removable when used in continuous rows), 
and decorative die-cut light windows in ends. A truly beautiful 
luminaire. Write today for detailed information—Bulletin No. 1845B 


f 


7_ A twist of the 
wrist opens the spring 
latch — releases the 
reflector unit to 
swing down, smooth- 


2. Reeled spring 
counter-balance re- 
flector channel; 
means easy lower- 
ing and raising. Cir- 


: a From the floor, 
lamps ond starters can 
be changed; reflectors 
and louvres can be 
dusted. As an added 


ly and safely, on the ak ky te : cuit is broken as »* feature, the entire 
“Jacknife” Hinge. es -. soon as Fixture is | L. channel can be un- 
‘ hooked and removed 

for thorough washing. 


THE EDWIN F. GUTH CO. ST. LOUIS 3 Cutty 
in Lighting Since 1902 


*Trade Mark. U. S$. & Canadian Patents Applied for 
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A 
Nationwide 
Distribution 

Through Electrical 


Wholesalers 


A type 
for every 
requirement 


Type FF Weatherproof Service Entrance 

ondulet is ideal for over-current protection. 
Slotted mounting plate takes standard fuse 
cutouts. 


This Condulet meets the recommendation of the 1947 
National Electrical Code which states in Section 2331 that 
“service entrance conductors should not be run within the 
hollow spacing of frame buildings unless provided with 
automatic over-current protection at their outer end”’. 

Type FF is made in three sizes: 30, 60, and 100- 
ampere, 250 volts. 


Type F Service Entrance Cap is made in two forms: + 
Form 8 in sizes from | to 2-inch and Form 6 in sizes from 
2-14 to 6-inch. 


Illustrated below are other service entrance caps and 
fittings which may be selected from the many items listed 
in Crouse-Hinds Condulet Catalog. 


ewerarrre! 


SSECSUTSSSseacesicawess: 


wvvergurrreer 


CONDULET isa coined word registered in the 
U.S. Patent Office It designates a product 
made only by the Crouse-Hinds Company. 


Type FEE Type FED 
Type F Cast Cable Cap 
Fr Cap Aluminum Type LB 
orm 6 Cable Cap Service 


Entrance 
Elbow 


Type FBM 
Cap 
3-Part 


Cap Type LBC 
Service 
Entrance 
Tee for 


grounding 
he _ with driven 
or buried 


electrodes 


Type CGY 
Cable Type SP 
Connector Sill Plate mi. EMT 


CROUSE-HINDS COMPANY 


Syracuse I, N. Y. CONDULETS 


FLOODLIGHTS 
TRAFFIC SIGNALS 
AIRPORT LIGHTING 
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miller troffer lighting 
can be installed to form 
CEILINGS UNLIMITED* 




















Application of Miller Fluorescent 

Troffer Lighting Systems is bound- 

less, giving stores, s 
goo 


factories d light 


hools fice 
hools, offices, 


t as an integral 
part of the architecture, plus this 
ided benefit —ceiling patterns as 
red... CEILINGS UNLIMITED. 
Miller Lighting Service is all-inclu- 
sive. It covers the needs of Planned 
Commercial and Industrial Lighting. 
Miller 50 and 100 Foot Candlers 
(Continuous Wireway Fluorescent 
ting Systems) I 

standard 

}. And 


rave been estab- 
for general fac- 


Aille semndoc 
Mil er incandes- 


f y 
cury vapor re r 
broad factory and 
U U ur 
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Heavier loads for longer periods of time are possible with 
| CRESCENT VARNISHED CAMBRIC CABLE. This general-pur- 





pose, industrial power cable provides higher current-carrying 
capacity for the same size of copper conductors, together with 
maximum safety and permanence. 


Available with weatherproof braid cover for dry loca- 
tions, with a lead sheath for wet locations, or with a steel tape 
parkway armor construction (Type VCLJFJ) for burial in the 
earth without additional protection. 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO, 


TRENTON, N. J. 
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THE ORIGINAL GLASS-TOP PLUG F 
..... AND LEADER EVER $ 


IN 


PACKAGES DESIGNED TO 
SELL THEM IN QUANTITY 





HANDY 5-PACK DISPLAY 
Sells S fuses instead of 1 
Little package . . . big sell- 
ing punch! Displays 5 
“Crystal” fuses in little 
space; increases unit sale 
5-fold. Handy to keep 
spare fuses for emergency 
use. 


100-PACK DISPLAY b 
Holds 20 handy 5-packs in 
less than 6” of counter 
space! Shows at a glance 
the superior features of 
“Crystal” fuses; perfect for 


counters and windows. 





PLUG FUSES © CARTR 
FUSTATS © WIRE * CORD SETS © 
DECORATIVE CHRISTMAS | 


RES 
yd 
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Your customer, the buyer of lighting equipment, is looking 
for a unit which will modernize his premises, provide 
smooth glareless illumination, and trouble-free opera- 
tion. The electrical trade wants a unit that is easy to sell, 
to handle and install and which will give customer satis- 
faction with repeat orders. 


Curtis is confident that the new ‘Anniversary’ Lumi- 
naire will meet all these tests. 


Primarily designed for modern stores where its clean 
graceful lines and crisp appearance are sure to make 
an immediate hit. Its lighting characteristics make it suit- 
able also, for modernization of office lighting. A high 
indirect component (approximately 60°) plus adequate 


shielding of the direct component makes for ideal seeing 
conditions. 


Mechanical construction is lightweight but rugged and 
practical, while the absence of horizontal reflecting or 
diffusing surfaces which might collect dust, insures low 
maintenance costs. For 4-40 watt lamps. 


Complete data is yours for the asking. Write today. 


ol Ua 2772/7777 as 


6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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ENGINEERED FOR QUICK SERVICING 


i fe A he ¥ ba 
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No tools—no fumbling with screws or nuts: 
No troublesome hinges. 





Press two spring clips and the enclosure drops 
down, securely held by service chains. Both hands 
are free for relamping or cleaning. 


it takes only two seconds to snap the enclo- 
sure back firmly in place. A lot of minutes . . . and 
money. . . saved! 


And that’s only one of many little features engineered into the 
Viz-Aid that make maintenance easy, economical. May we send 
Bulletin 10-B-3 with complete details? 


VIC Aas i 
For ceiling or suspension mounting... unit or continuous installation. 
Designed for two 40-watt and two 100-watt lamps. U. S. Patent Nos. 
D-138990, D-143641, and 2411952. 


IT’S EASY TO SEE WHEN IT'S «<< 


a, 
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DAY-BRITE LIGHTING, INC., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. 

In Canada: 

iddress all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6, Ontario, 


14 ELECTRICAL WHOLESALING — May, 1948 














_ -a\k 


mtb! 


| 49 7 





CI 
thy eet 


~~ 
Py 


eo 


Fra 5 . 
_ 
- » 











® Multi-conductor Self-Supporting 
Aerial Cable for signal and control 
circuits. Varied insulation colors 
provide quick circuit identification. 


@ Three-conductor Self-Supporting 
Aerial Cable. Hazaprene protective 
jacket on each conductor makes splic- 
ing and terminating simple and fast. 


ALUMINUM CONDUCTORS 


| ® Hazard Self-Supporting Aerial Cable 
available with Aluminum Conductors. 





Ask your Hazard representative or write 
us for the facts about lightweight con- 
ductors for overhead service. 


ee 
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Gy: 


OVERHEAD SERVICE LINES 


HAZARD SELF-SUPPORTING AERIAL CABLE 


install this pre-assembled cable, messenger 
and binder ALL IN ONE OPERATION 





here overhead service with insulated cable is indicated, 
Hazard offers you this simple, self-supporting cable construction 
that makes installation quick, easy and economical . . . that pro- 
vides ample protection against tree branches and rough weather 
... that assures lasting, trouble-free, low-cost circuits. 

With Hazard Self-Supporting Aerial Cable, specially com- 
pounded Submarine rubber insulation provides long-lived, mois- 
ture-resisting, electrical protection for the Hazaloy coated copper 
conductors. Over this insulation goes a tough Hazaprene jacket 
that’s well known for its unusual resistance to sun, cold, mois- 
ture, abrasion. 

Bound to the cable by a spirally wound metallic tape, a strong 
copperweld messenger gives full support between points of sus- 
pension. This simple, but effective all-in-one construction (cable, 
messenger, binder) of Hazard Self-Supporting Aerial Cable pro- 
vides the ideal answer to the problems of installing and maintain- 
ing overhead circuits. For more information, ask your Hazard 
representative or write Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, Pennsylvania. 





HAZASD 








64093 








os a 
insulated wires and cables for every electrical use | 


15 
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Pick Security Friction Tape 


High di-electric strength for high voltage jobs, plus strong 
rubbery adhesive with a terrific grip . . . that’s Security 
Friction Tape. And Security has no pin holes, does not 
unravel when unwound from the roll. For electrical and 
general purpose jobs, big or little, you'll find straight- 


tearing, highly-insulating Security a tape you can trust. 


Play Safe-Use Security r 
UNITED STATES RUBBER COMPANY @® LZ 


1230 Avenue of the Americas, New York 20. N. Y. 


ELECTRICAL WHOLESALING — May, 1948 








eared for tomorrow 


Another milestone on the road to perfection! 


Improved wiring standards REQUIRE more boxes. Greater 
discrimination DEMANDS top quality. 


Every phase of our operations has been expanded to 


produce more boxes of greater quality than ever before. 


YOU CAN ALWAYS RELY ON RACO 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE * WARDROBE, STORAGE AND 
COMBINATION CABINETS * CLOTHING LOCKERS » INDUSTRIAL 
EQU!PMENT FOR FASTER MATERIALS HANDLING « FROZ-N- 
FOOD LOCKERS « ELECTRICAL OUTLET AND SWITCH BOXES 


Raco Products are listed by Underwriters’ Laboratories, Inc. 


ALL-STEEL EQUIPMENT INC.,, 300 Kensington Avenue, Aurora, Illinois 


: A Complete Line of Switch and Outlet Boxes 


ALL-STEEL PRODUCTS ALL-STEEL EQUIPMENT INC. 
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@ Thinwall Conduit © Rigid Conduit © Metallic and Non- 
Metallic Cable @ Flexible Steel Conduit © Service Entrance 
Cable @ Grounding Devices @ Lighting Fixture Fittings 


% manufacturers for over 30 years 


Sold Through EXhetonk Uhelesalers 


% representatives in principal cities 


MIDWEST 


ELECTRIC 
MFG. COMPANY _ 








Bracket— 


Ranch House Hall— 


Ranch House 


—_ 


Center — j |’ 
Ranch House : 








a, 


ae 









Center— 
Colonial brass 


Colonial— 
bent glass bowl 
bright brass trim 





Bracket—Colonial 
brass with prisms 


Tow you cau get these 
SMART, NEW VIRDEN FIXTURES 


@ Shown in our latest catalog, and delivery from their warehouse stocks. 


previewed in our October advertise- Your orders will receive quick action— 
ments, these fixtures can now be seen and, as always, Virden mass produc- 
in the showrooms of Virden distributors. tion manufacturing methods insure 


They are available for immediate _ friendly prices for outstanding values. 


John C. Virden Company ° Cleveland, Ohio 
Member AAmerican Home Lighting Vustitute 
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newest addition 



















a’ x 1%", 
p mble polystyrene, 
lengthwise 

ke, hinged frame that 
fenance. Readily 

ming. Crescent shaped side 


oeae Hed plastic or metal 
ein 4lamp 40 watt and 2 

or Pendant mounted 

“- “ANT models are used for Individual or Continuous row 

installation without the addition of extra parts 


-lamp 40 watt, 


No. 1045 
No. 1025 


1-lt 40 watt (1040 Basic+Kit No. 5) BE “BASIC” IN °48 
2-lt 40 watt 


“SK YLOUVER”’—Another Electro BASIC UNIT ADAPTATION 
Sold by leading electrical wholesalers everywhere 


im” ELECTRO’S LIGHTING ENGINEERS ARE ALWAYS AT YOUR SERVICE 


ELECTRO MANUFACTURING CORPORATION 


== PA A at) ) | Chicago 12 
-~ 
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plant the CosedeccZ line 


for a crop that pays off 





Here's a highly profitable crop that grows with remarkable speed 

.and keeps right on growing, year in and year out. Just put 
them in... then watch them go. Like contractors everywhere, 
your customers will prefer the trouble-free starting and satisfac- 
tory performance of reliable Conduit Pipe Products. Plant them 
today. A bounteous, year ‘round crop of higher profits is assured. 


' Representatives in Principal] Cities 


/ CONDUIT PIPE PRODUCTS CO. 


COLUMBUS, OHIO 





PIPE COUPLINGS « PIPE NIPPLES + ELBOWS, 90° AND 45° 


RUNNING THREAD - GOOSENECKS + WALLPLATES + EMT FITTINGS 
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FREE! If you haven't received 
it, write today for your free 
Alcoa £E.C. Aluminum dis- 
play. For counter or wall use. 


Insulated and sold by leading wire manufacturers 


Greatest 


ELECTRICAL 
mews oF THE YEAS 


Sales of Aluminum will go up—up—UP—as wire buyers see 
more than 12,000,000 Alcoa sales messages in national and 
trade magazines this spring ... as they discover lower costs and 
faster, cheaper installation with a wire that’s easier to handle 
and pull. For example, a 4/0 cable of Aleoa E. C.* Aluminum 
Conductor is less than half the weight of an identical cop- 
per cable! 

Aluminum, the conductor of the present and future, is here 
to stay. It will pay you to sell it. ALUMINUM ComMPANY OF 


America, 1442 Gulf Building, Pittsburgh 19, Pennsylvania. 


*E.C.: Electrical Conductor Aluminum 


Tell your customers: “The BIG DIFFERENCE is in YOUR COSTS” 


ALCOA <APRALUMINUM 


FOR ELECTRIC WIRE AND CABLE 
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For Fast Moves 





Relocate machines with no delays for rewiring 


Power can be taken off wherever 
needed with this convenient, flexible 
and economice! distribution system. 


Power where you want it — with 
Trumbull FLEX-A-POWER Plug-In 
Busways—gives you maximum flexibility 
in machine arrangement without the 
cost and nuisance of rewiring each time 
you change the layout. 

With FLEX-A-POWER Plug-In Bus- 
Ways covering your whole plant, you can 







: 


», ie WERHEAD 


move a machine or a whole line of 
machines with no interruption of power. 
Convenient outlets every 12 inches per- 
mit plug-ins right at the load. 

Even when major changeovers require 
moving an entire department, the FLEX- 
A-POWER system can be moved along, 
too — dismantled, removed and rein- 
stalled quickly, with practically 100% 
use of all materials. 

That’s because every part of a Trum- 
bull Busway System is prefabricatcd, 


TRUMBULL 


which of course reduces original in- 
stallation and construction costs. FLEX- 
A-POWER is stocked in standard 10 
foot lengths and is available in capacities 
from 250 to 1000 amp. with all neces- 
sary fittings and accessories. 

Send for Bulletin. THE TRUMBULL 
ELECTRIC MANUFACTURING CO., 
Plainville, Conn. Other factories at Nor- 
wood, Ohio e San Francisco e Seattle e 
N. Hollywood. Sales offices and repre- 
sentatives in ail important cities. 


ELECTRIC 





Advertisements like this, presenting the sale-ient features of FLEX-A-POWER, keep 
your customers informed about the Trumbull line in 22 trade and business publications. 


PLAN-OLLTVTH 























. . « FROM CUSTOMERS 
WHO ARE ENTHUSIASTIC 
ABOUT THESE INDIVIDUAL, 
CUSTOM-ENGINEERED LAYOUTS, 
AND THE GUARANTEED SATISFACTION 
THAT THEY GIVE.” 





























SQYS Joseph S. Freeman, Treasurer 
Allen Electric Company, Inc., Allentown, Pa. 


Your customers, too, will go for this exclusive Frink 
service. Each pzaw-O-z4r7@ fluorescent layout is cus- 
tom-engineered by Frink experts to meet the individual 
needs of your prospect. Yet there is no extra charge. 

What's more, if Frink specifications are followed, 
complete lighting satisfaction is guaranteed. And satis- 
fied customers make repeat business ! 

A pxLan-0-4178 helps you ‘‘sell’” your prospect on 
the value of installing high-quality L-I-N-O-L-I-T-E 
fluorescent fixtures — better lighting for him, bigger 
profits for you. 

Mail the coupon below for complete information on 
Frink’s PZANW-O-Z47@ layouts and installation photos, 
and the new Frink catalogue. Discover what Frink 
quality and engineering service can do to increase your 
business. 










L-I-N-O-L-I-T-E Series 15 ee 

CLIP THIS TO YOUR LETTERHEAD a shallow troffer for plaster ceilings. 

/ aa a a = pan . CORPOR TION SES ee ane ane Equipped with hinged louver, laid-in or 
THE FRIN Ke) A : gree . 

27-01 Bridge Plaza North, L. I C., N. Y hinged glass panels, laid-in or hinged 

Without cost or obligation, send your sample lenses; all easily opened and removed. 

packet of PLAN-O-LITE fluorescent layouts With Frink adjustable troffer clipped in- 

and photos to the stallation from below is unusually easy. 

For 1, 2, 3, or 4 lamps. 








Altention of .... i cite en nik ak din he ioe 
x 2 olee pieoge send copsloges of <= 
nk fluorescent fixtures. 
a aa a THE FRINK CORPORATION 


27-01 BRIDGE PLAZA NORTH, LONG ISLAND CITY, N. Y. 


‘AN rhs. 
4ser> (\O 
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new glossy finish for 


easy pullin 


it’s 





It g-l-i-d-e-s through conduit! 


Another U.S. Rubber first! A new discovery in 
wax finishes for the finest building wire on the 
market. Careful laboratory analysis and research 
selected this precisely-compounded finish, in order 

to provide the greatest possible ease in pulling. 

As proof of how successful this finish is, in a 
rigorous laboratory test only 22 to 26 pounds pull 
was needed to pull Laytex RU through a test con- 
duit with four 90° angles...as compared with 32, 40, 42, 
45, and 80 pounds, respectively, for 5 other leading 
brands. That means Laytex RU is 33% to 300% 
easier to pull—thanks to its special new wax finish. 






Write for sample and free booklet on Laytex RU, 
world’s smallest diameter, lightest weight natural 
rubber insulated building wire. Wire and Cable 
Department, United States Rubber Company, 1230 
Avenue of the Americas, New York 20, N. Y. 


* Reg. U S. Pat. Of 







A PRODUCT OF 





UNITED STATES 
RUBBER COMPANY 
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— Nou STANDARD EQUIPMENT waich cives 
Custom: Dasigned 


LIGHTING 


a 












intsbu 


Permafiector 





PITTSBURGH REFLECTOR COMPANY PRESENTS FOR THE FIRST TIME a line of 
recessed units in architectural modules—whose application is limited only by 
the requirements of the designer. These units may be mounted individually, 
in continuous rows, patterns and squares. 


FOUR INTERCHANGEABLE SHIELDING ASSEMBLIES provide every type of 
shielding. Each Assembly is self-contained within a metal-frame and quickly 
attaches to the Troffer. Frames are piano-hinged and latched to simplify 
maintenance. 


COMPANION INCANDESCENT EQUIPMENT, designed especially for use with 
Universal Troffers, complements the line and gives the ‘‘accent”’ lighting 
needed for planned lighting installations 


< For details on the Universal Troffer and companion 
equipment, send for Advance Notice Sheet 40. 


; 





PirtsburcH RerLector CoMPANY 


OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 


MANUFACTURERS OF -FLUORESCENT AND INCANDESCENT LIGHTING EQUIPMENT 
DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 





WTLiR WAMMED 
¥ as 


= 


IT SETS 


pack ON 


Cutler-Hammer engineers have gone far 
ahead in meeting the problem of internal 
heating in safety switches. They have de- 
signed the entire unit to withstand safely 
any degree of heat that can be expected 
from correctly selected fuses. In fact, the 
all-important jaw springs for example are 
made of non-ferrous alloy providing new, 
unique heat-protection here, too. 


7s HEELS 


Also these outstanding safety switches 
are engineered to the last detail for easier 
installation, better appearance, conven- 
ience and safety. More reasons why this 
new line is featured by Cutler-Hammer 
wholesalers and leading contractors from 
coast to coast. CUTLER-HAMMER, Inc., 
1327 St. Paul Avenue, Milwaukee 1, 
Wisconsin. 


SS — 


CUTLER-HAMMER 


THE NEW 


=SAFETY SWITCHES= 
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BETTER! 





This is what we're telling your contractor- 
customers in their trade magazines in May! 
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| CONNECTOR 
i THIN ee aL pDERWRITERS g:-approve? 





This Full Page Ad 
Appears in 

May Issues of 
QUALIFIED 
CONTRACTOR 

and 

ELECTRICAL 
CONSTRUCTION 
and MAINTENANCE 









Products 
are 

Underwriters’ 

Approved! 


Tomic fo jo 
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TOMIC SALES « ENGINEERING CO. 


4864 Woodward Ave. . Detroit 1, Michigan 
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BUILDING WIRE 
can save you 
more money 

on feeder circuits 


WHERE VOLTAGE DROP IS NOT A PROBLEM 


you can realize actual dollar savings by using “Rome” Type 
RH (Heat Resistant) Building Wire for industrial feeder 
circuits. Here’s how. 

As compared to all other types of Building Wires, National 
Electrical Code current carrying capacities for Type RH, 
permit, for equal amperages, the use of smaller conductor 
sizes in nearly every instance. Here is a first and real saving 
in cable cost. Further, smaller conductors mean smaller 
conduit and fittings, or more circuits per conduit... both ways, 
an additional saving. 

This is to say nothing of the ease of handling and depend- 
able quality which always mean low cost installation when 
you specify “Rome” Type RH Building Wire. 


FIGURE IT FOR YOURSELF: 
1947 N.E.C. Allowable Current Carrying Capacities in 
Amperes Based on Room Temperature of 30° C (86° F). 





Size Not more than 3 Conduc- Size Not more than 3 Conduc- 
AWG tors in raceway or cable AWG tors in raceway or cable 
or Types R, RW, or Types R, RW, | 
MCM or TW (3-4/0 Type RH MCM or TW (3-4/0) | Type RH 
3 80 100 300 240 | 285 
: 95 115 350 260 310 
; a a 400 280 335 
00 145 175 500 320 380 
000 165 200 600 355 420 
0000 195 230 700 385 460 
250 215 255 750 400 475 








EXAMPLE: 


Required Permissible Size Approx. Percent. Saving 


Amperes TypeR Type RH in Cable Cost 
130 Amp. 2/0 AWG 1 AWG 26% 
200 Amp. 250,000 CM 3/0 AWG 24% 
300 Amp. 500,000 CM 350,000 CM 18% 


To Save Feeder Circuit Costs ee Specify “‘Rome” Type RH 








How Rome Type RH 
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'S EASY To PULL 
























STURDY 
HEAVY GAUGE 





EASE OF 

INSTALLATION, 
2 ENOS ONLY 
REQUIRED FOR 
CONTINUOUS ROW 

















DURABLE BAKED 
WHITE ENAMEL 
FINISH—87°% RE- 
FLECTION FACTOR 













for your moucy < 





































at S (aaa. oe 
wat i REFLECTOR MOUNTED ON 
4 M J REMOVABLE PLATE 

with All-bright’s removane . 
* 
SM SERIES Surface : 

RECESSED SML UNIT SURFACE MOUNTED 

SNAP IN HINGE SM UNIT FOR LESS 


and Recessed Fixtures 


TYPE LOUVRED MAINTENANCE 






A totally direct unit for 
high efficiency and low 
brightness, for surface or 
recess mounting, continu- 
ous runs or individually. 
Sturdily built, designed for 
eye-appeal and easy main- 
tenance, with durable 
baked white enamel finish; 
reflection factor 87%. 






SM 240 






REC SML 240 


2 light, 40 watt recessed unit. 
48 in. x 12 in. x 5 in. deep. 


2 lite, 40 watt surface mounted unit. 
48 in. x 12 in. x 5 in. deep. 

















lah os oe a There is only ove manufacturer of All-bright fixtures. We 
hech information neqguested have no affiliation with any other manufacturer of lighting 
; ‘ ; fixtures. Trademark Registered. 
Commercial Fixture i 
data I 
ledwetrial Fixture Add myname to mailing | ALL-BRIGHT ELECTRIC PRODUCTS COMPANY 
ata ist 
' Manufacturers 4/1GHT R/IGANT WITAV 
NAME FIRM i = 
of Fluorescent a Ul: Ad 
STREET ADDRESS > are lighting Fixtures 
i . ° 
ame eee 3917-25 N. Kedzie Ave., Chicago 18, Illinois 
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All the power for a fluorescent lamp goes 
through the ballast. If the lamp is to deliver 
its full rated life and full light output, the 
ballast must be not “‘just a transformer,’’ but 
an accurately made piece of equipment, with 
permanent electrical characteristics tailored 
to the voltage and current requirements of 
the lamp under both starting and running 
conditions. 


General Electric, maker of lamps, ballasts, 
starters, cable and lampholders, is well 
aware of this interdependence. General Elec- 
tric ballasts are designed, built, and tested 
for permanent, matched characteristics. 








The ballast can be the determining factor in the light output of your 


fixtures-—G-E ballasts deliver all the light your buyers expect—every lumen BALLASTS 
of light the lamp is designed to give! CABLE 
LAMPS 
General Electric fluorescent ballasts are lamp-matched— engineered, STARTERS 
° LAMPHOLDERS 
manufactured, and tested to assure you full rated lamp light—for full rated Pa 
r 
lamp life—from all standard fluorescent lamps. Write today for bulletin DEPENDABILITY 
GEA-4950 in fluorescent lighting 


Apparatus Department, General Electric Company, Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 
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RESISTS ... ozone, wear, sunlight, Wire and cable insulation made from Geon 
polyvinyl resins is suitable for industrial, 


water, chemicals and most other nor- manufacturing and utilities wiring. Where 


mally destructive factors. the best wire and cable insulation is re- 
required, specify Geon by name. For infor- 

GIVES YOU... 14 colors including mation regarding special applications, 
write B. F. Goodrich Chemical Company, 

NEMA standards. Department K-5, Rose Building, Cleveland 


15, Ohio. In Canada, Kitchener, Ont. 


PROVIDES... more conductors for a 


given space. 
HAS... excellent electrical properties. 


IS .. . easy to draw, easy to strip. And 
is light in weight. 





B. F. Goodrich Chemical Company ... .2:::::..... 


GEON polyvinyl materials * HYCAR American rubber « KRISTON thermosetting resins * GOOD-RITE chemicals 
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THIS 


Frank Adam 
INSTALLATION 








SOLVED MANY POWER PROBLEMS 


Behind the attractive appearance of this new @ 
Shutlbrak Switchboard is a host of features which 
added greatly to the safety, efficiency and operation 
of one company. It provided, for instance, a more 
compact unit with greater electrical capacity... 


maintenance with fuses concealed behind doors 
that open only when switch is in “off” position... 
greater simplicity of maintenance due to accessi- 
bility and design...more efficient power trans- 
mission with High Efficiency Feeder ( Busduct 








greater operating efficiency with less maintenance 
--. easier, faster and more positive switching with 
new heavy-duty @ Shutlbrak Switches . . . safe oper- 
ation with dead front, safety-type enclosure ... safer 


carrying current from transformer station to switch- 
board with a minimum of voltage loss...and 
greater flexibility by providing for future additions 
when the need arises. 








You'll solve these and many more power problems 
by including the @ Shutlbrak Switchboard in your 
new electrical system. This heavy-duty, safety-type 
switchboard with quick make and break switches 
fitted with @ Kamklamp (pressure type) Fusehold- 
ers is available in a full range of capacities: 30 to 
1200 amps., 250 volts, AC or DC; and 600 volts 
AC, 2, 3 and 4 poles. Consult your nearest @ Repre- 
sentative for details. 


Pa _ 


{, Frank oldam Electric Co. 


ST. LOUIS 13, MISSOURI _ 


ee 





Reis 





May, 1948 —ELECTRICAL WHOLESALING 33 





ALL-BRITE 
the new Slimline LITEMASTER 


~ immediate delivery 















cm 

















- 2 
@ MADE FOR TWO, FOUR OR SIX SLIMLINE TUBES. @ SURFACE OR SUSPENDED TYPES. 
e@ INDIVIDUAL OR CONTINUOUS MOUNTING. @ ONLY 3%’ EXTENSION BELOW CEILING. 
@ DECORATIVE CAST ALUMINUM ENDS. @ BALLASTS FOR 200 MA OR 300 MA. 
@ HEAVY GAUGE METAL CHASSIS. @ LEVELLING CLIPS PROVIDED. @ SPOTLIGHT UNITS FOR ACCENT LIGHTING. 


Sold Through Recognized Jobbers Only + Approved by Underwriters Laboratories * Union Made 


lalif , 
AMMA COCHLEA 


2779 Folsom Street * SAN FRANCISCO 10, CALIF. STUY WZ] 


WRITE FOR CATALOG AND DISCOUNT SHEET 


MANFACTURED 


“ FLUORESCENT FIXTURES 2/ 


MANUFACTURERS OF "“ALL-BRITE” FIXTURES 


1318 S. W. First Avenue «+ Portland 1, OREGON TESTED AND APPROVED 
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B PYLE-NATIONAL. 
pFLOO DLIG HTS) 


for Permanent Heavy-Duty 
Floodlighting 












Pyle-National floodlight equipment is designed 
and constructed to withstand the most severe 
operating conditions. Complete range of types 
and sizes are available. 


RUGGED cast aluminum housings with tight 
sealing doors and door glass joints—positively 





1OP-120-14°-16%-18°.29" 0 oe, dust proof and moisture proof—give maximum 
c U 4UUU wot P . ° . ° 
100 to 1000 watts protection to reflectors and lamps and reduce 


cleaning and other maintenance to an absolute 
minimum. 


STRONG, galvanized cast iron bases and 
brackets of many types are provided for simple 
mounting and accurate adjustment in all loca- 
tions. 





le 3 

Dependab! SSH Weller Cetng ADVANCED DESIGN of the carefully molded 

F | 0 0 dli ghti n g ateeege ~~! and highly polished reflectors and lenses insure 
: inimum 

with M 


a (a the highest optical efficiency—thoroughly an- 
Maintenance 





nealed for maximum toughness. 


. | Write for catalog 2100 giving complete in- 
formation. 


The services of our trained and experienced 
; floodlighting specialists are available at all times 
SHORT RANGE—10"-12” 


for Woll Mounting to advise and assist in installation problems. 
100-150-200 watts 


THE PYLE-NATIONAL COM PANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 
SINCE 1897 Offices: New York e Baltimore e Pittsburgh ¢ St. Louis e St. Paul e San Francisco e Cleveland 
Export Department: International Railway Supply Co., New York e Canadian Agent: The Holden Co., Ltd., Montreal 


CONDUIT FITTINGS + PLUGS and RECEPTACLES + TURBO-GENERATORS + LOCOMOTIVE HEADLIGHTS + MULTI-VENT AIR DISTRIBUTION 
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02 KNOWS 


CONNECTORS 































oM Whether in the depths of a mine or the towers of a skyscraper, 
FR wiring jobs done with O. Z. fittings go in faster ...stay in longer. 

For typical reasons, check the advantages, below, of just two 
of the many O.Z. ground connectors. You'll see why engineers 


say— “They’re OK if they're 0. 2.” 


TYPE AG GROUND CONNECTORS 


@ Top clamp plate is ribbed for strength... eliminates distortion. 
@ High-conductivity copper alloy... resists corrosion. 
@ Interlocking pivoted clamp insures maximum circular pressure. 


@ Single Everdur U-bolt secures cable to ground rod... reduces 
assembly time. 


@ Each fitting accommodates a wide range of cable sizes. 





TYPE CG GROUND CONNECTORS 


@ Ground wire connects at right angles or parallel to pipe. 
@ Universal clamp assures positive contact in either direction. 
@ High-conductivity copper alloy ...resists corrosion. 


@ Everdur U-bolt can be clamped in place on rod or pipe and ground 
cable fastened as a secondary operation. 








@ Each fitting accommodates a wide range of wire sizes. 














More and more electrical whole- 
salers are stocking O. Z. fittings. 
See your local distributor today. 
Write us for catalog detailing 
sizes, features, and prices of the 
complete O.Z. line. 





























ELECTRICAL 
MANUFACTURING 
COMPANY 


262 BOND STREET - BROOKLYN,2 N. Y. 





CONDUIT FITTINGS © CABLE TERMINATORS 
CAST IRON BOXES © SOLDERLESS CONNECTORS 
GROUNDING DEVICES * POWER CONNECTORS 
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PUTTING REFLECTOR PROSPECTS 


ON Sot SALES BEAM! 
\ o~«~, : 



















Magazine Line-Up 


ELECTRICAL CONTRACTING 


In national industrial publications carefully tuned to blanket your own 


ELECTRICAL EQUIPMENT territory, Wheeler backs up your 1948 selling activities with new hard- 
hitting advertising. 
ELECTRICAL WORLD : | _— 
Full-page, 2-color advertisements broadcast the distinctive features that 
FACTORY have made Wheeler a leader in industrial lighting for over half a century. 


Presentations of Wheeler’s new post-war designs again demonstrate the 

INDUSTRIAL EQUIPMENT NEWS advantages of Wheeler “Skilled Lighting” . . . craftsmanship in design, con- 
struction and uniformity based on 67 years of specialized experience. And 

KNITTER Wheeler’s famous Vitreous Porcelain Enamel is featured in magnified 





MILL & FACTORY photos that show why these reflectors defy corrosion, last longer and cost 
less per lighting year. 
NEW ENGLAND ELECTRICAL NEWS Cash in on this new advertising backing. Read these messages — use the 


same sales-building arguments in your own sales calls! Wheeler 
NEW EQUIPMENT DIGEST Reflector Company, 275 Congress St., Boston 10, Mass. and New 
PURCHASING York, N. Y. Representatives in principal cities. 


TEXTILE AGE 
TEXTILE BULLETIN 


Distributed Exclusively 
by Electrical Wholesalers 


REFLECTORS 


SKILLED LIGHTING 











MADE BY SPECIALISTS IN LIGHTING EQUIPMENT SINCE 1881 
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\ 
TROFFERS a® 
© RESULT OF RE A¥ 












n the liqhting 

of working closely 
men who actually in- 
ighting fixtures — have given 
mithcraft engineers a thorough 
nstallation and maintenance problems. 
bined experience plus exhaustive research has 
ulted in the exclusive features found only in Smith- 
craft Troffers, features that mean direct savings in 
installation and maintenance time and cost. 


ALIGNER HANGER* .. . requires no exact positioning for installa- 
tion . . . housing snaps on with no loose fastening devices . . . 
allows lateral adjustment of troffer to fit requirements of ceiling. .. 
permits up and down elevation of troffer before or after installation 
has been completed. 


DUO-CAM HANGER* . . . the simplest yet most effective louver 
hinging and fastening device ever developed . . . hinges or re- 
leases louver at either side by simple finger-tip pressure . . . permits 
complete removal of louver at will. 

REFLECTORS . . . fasten into position without loose parts . . . top 
reflector removable af any time for access to ballasts and wiring. 
LOUVER .. . introduces 40° cut-off both lengthwise and crosswise 
...+ provides even light distribution with low brightness. 


CONSTRUCTION .. . electrolytic zinc-coated Bonderized steel for 


trouble-free lifetime service .. . troffer is exactly 12” wide to fit 
requirements of san-acoustic ceilings and permit- maximum 
light output. 


VERSATILITY . . . troffer can be installed in any type of ceiling .. . 


é if required, ceiling panels can be supported by framing attached 
esx, to troffer. 


GLASS TROFFERS . . . glass is locked securely in metal envelope 
without clips or fastenings . . . frame hinges and snaps closed 
easily. 





For ease of installation and maintenance, for beauty of appearance, there 


is no equal to the Smithcraft Troffer. 
For full details write Dept. 200 * pat. pend. 


In Canada, Address Inquiries to: pw 


LIGHTING AND LAMPS LTD., 425 RIVER ST., MONTREAL, QUEBEC 
LIGHTING DIVISION 


CHELSEA 50, MASSACHUSETTS 














| 
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CLARK Type D Push Buttons, ~ 
featuring silver-to-silver, button: 
type, double-break contacts, 
bakelite insulating parts, large 
electrical clearances, and 
plenty of wiring space, pro- 
vide low maintenance and 

long life in heavy duty oper- 
ations. Push button stop is Pion tin 
independent of contacts. 1%” / 
and 2%"‘mushroom heads are 

available. 


Type RN—the “ROUGHNECK” 
—has mushroom head,cast metal ~ 
enclosure with rounded shoulders 
sturdy enough to take rough usage. 


Watertight, dust tight, and oil-im- é F 
mersed types can be supplied. Pen: 
dant Stations are also — 


contactors or starters ae 
cluding NEMA Size 4, 150 
Size. Available only in 
pressed steel enclosures, 
Machine Tool Gray, and 
to modifications. 


Type DO is a Heavy Duty: 
Element for mounting in me 
applications . . . Oil Tight Sek 

Switches call Pilot Lights ‘also. OTE LT - a a 
available. Bo Ire 


Type RN Water Tight se AA 1CS0-43 1, Group D Hazardous Type DO-Oil 
“Roughneck” Dust Tigh ul MA IC 9 L 1mons tight Element 


The CLARK Line of Push Button Stations is an ideal line 
for distributors to build business and increase profits. 


tHe CLARK CONTROLLER co. 


€ 
®YTHING UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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BLACKBUR 


CONNECTOR 


BLACKBURN Hi-Strength Connectors stay tight and trouble- 
free on the lines because they are truly high-strength 
corinectors. They are made of famous DURONZE, which is 
50% stronger than hard copper or bronze commonly used 
in the industry. Hence they will not twist or distort when 


installed tightly, and make an efficient, lasting connection. 


Tests of BLACKBURN Hi-Strength Connectors show that the 
conductivity of a tapped joint is actually better than the 
solid wire itself. And BLACKBURN Connectors may be re- 
moved easily for wire changes, and can be used over and 
over again. In brief, you will get the best you can buy at 
no extra cost, when you specify BLACKBURN Connectors. 


OVER 100 CONVENIENTLY-LOCATED JOBBERS’ STOCKS 


JASPER BLACKBURN PRODUCTS CORP., First, Madison & Clinton Sts. ¢ St. Louis 6, Mo. 
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BLUE MONDAY? 


PFFFFFT!! There she blows! All sorts of 
things to be done, besides the washing. And 
when the washing machine starts, out goes the 
fuse! 

Madam isn’t pleased. In fact, she is hopping 
mad. Perhaps, despite her distrust of man and 
his contrivances, she'll replace the fuse herself. 
Quite as likely, she'll call the electric company. 
Anyway, a lot of trouble for nothing — and on 
Monday, blue Monday! 


Trouble for nothing? For nothing is right. 


If there had been a TRIONET on the washing 


TRIONET 


THE MOTOR FUSE 


machine circuit, instead of an ordinary fuse, the 
machine would have started. TRIONET is a 
dual-element thermal circuit protector, like its 
big brother for industrial use, the TRION. It 
allows motors to start on a safe overload; yet it 
protects against all hazardous overloads. This is 
because it is used at the same rating as the motor, 
not a higher one. It gives full working value and 
full protection to any electrical circuit or ap- 
pliance. 


Ends needless fuse blowing; stops blue Mon- 


day! Try TRIONET! 
>: db-IN-] 


THE CHASE-SHAWMUT COMPANY, NEWBURYPORT, MASSACHUSETTS 


Boston, New York, Syracuse, Philadelphia, Pittsburgh, Baltimore, Atlanta, New Orleans, Dallas, Detroit, Columbus, 
Indianapolis, Chicago, Omaha, Kansas City, St. Louis, Minneapolis, Denver, Los Angeles, San Francisco, Seattle 
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MAKE MONEY FOR YOURE 


In every industry, Air Cooled Transformers are be- 
ing used in increasing numbers as the most prac- 
tical and economical way of eliminating double 
wiring, providing three wire circuits, balancing 
voltage, insulating circuits or boosting voltage. 
These and many other applications provide a - 
— steady profitable market for those who can supply 


KVA, transformers are Acme Electric Air Cooled transformers from stock. : 
built in this compact : a ’ 
style. Acme Electric air cooled transformers are avail- 


iy fis able in insulated and auto types, in ratings 

from 1/10th to 50 KVA, with primary voltages up 
to 600 volts. Well designed all-steel construction 
provides maximum capacity at minimum weight. 
Mechanically designed for easy installations, they 
are preferred by many plant engineers. 
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The many exclusive performance and construction rs 
features of Acme Electric air cooled transformers 
make selling easier in a competitive market at 
prices that are right and profit percentage that 
justifies your special interest. 


Write today for details. 


Ratings from 15 to 
50 KVA are built 
for floor or wall 
mounting in fully 
enclosed case. 





Acme Electric manufactures Luminous Tube Transformers—Fluores- 
A Cc M E E L E CT R I Cc Cc @] R p Oo R ATI ©) N cent Lamp Ballasts — Cold Cathode Lighting Transformers and 


67 Water Street Cuba, N. Y. Ballasts — Mercury Vapor Lighting Transformers — Radio and Tele- 





vision Transformers — Electronic Transformers — Door Bell, Chime 

and Signalling Transformers — Safety Transformers — Voltage 

e Regulating Transformers—Step Down Transformers—Control Trans- 

formers — Warp-stop Transformers — Capacitor Transformers for 

= : 1¢ Power Factor Correction—Air Cooled Power Transformers—Rectifiers. 

maRein Ama Se eS & IN CANADA: ACME ELECTRIC (CANADA) LTD. 





824 Notre Dame St., West Montreal, Que. 
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You can talk about it when you say 
“General Electric” to your wiring materials 
customers. 7 
Wires, cables, and cords . . . raceways, 
boxes, covers and fittings ... wiring devices, 
fuses, fluorescent accessories ...G. E. has 
em all, in one complete line, sold under one 


brand name. It’s General Electric ... the 


best-known name in electric products. 

















GENERAL @ ELEcTRIc 


We talk about a full line, too, in a 
steady stream of advertisements and promo- 
tion pieces directed to the people you want 
to sell. We tell them about General Electric 
products... pointing out to them that what- 
ever they need in wiring materials, General 


Electric has it. And we emphasize the con- 


[* 


eactaars foes! 


venience of a single source of high-quality 
products. 

It’s the kind of solid support that helps to 
make your job easy ... helps you know that 
“when you say G. E., they'll agree.” 

General Electric Company, Construction 


Materials Division, Bridgeport 2, Conn. 


GENERAL @ ELECTRIC 
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REVOLUTIONAR | 
a NEW, TROEFFER SERIES... 


THE SELF-FASTENING 































Self- FASTENING .. . Self- 
CONTAINED toggle-lugs hold 
*“Togl-Tref’’ firmly in perfect 
alignment, without use of 
hangers or added parts. Die- 
fabricated end-on-end connectors 
make continuous run possible 
through removal of end plates. 


NEEDS NO EXTRA PARTS! 


“Togl-trof” is the answer to every fluorescent troffer problem. No hangers, clamps, 
flanges, pipes, chains or hooks, are needed. * * * “Togl-trof” is self-fastening. 
Ingeniously placed toggle-lugs, slip past the recess and grip the upper part of the 
ceiling, to provide safe, secure fastening for your beautifully designed “Togl-trof” 
fluorescent fixture. * * * “Togl-trof” is self-aligning. It draws up flush, and adjusts 
itself to any irregularities in the ceiling. * * * “Togl-trof” is self-contained. 
It needs NO Extra parts! Continuous-run is effected by merely removing the end- 
plates and joining the engineered 12” x 48” fixtures with the die-fabricated end- 
Flip-of-a-finger release, drops on-end connectors, which are a part of every “Tog]-trof” fixture. * * * Available 
i apg 7 —" . in 2, 3 or 4 lamp units, in open fixture type, linex glass bottom, lens type bottom 
ree ne or baffle-type louvres, for maximum visibility and low-brightness effect. * * * 
“Togl-trof” is Easy to install and does not interfere with ordinary construction 
activities. Install it after everything else is completed, if you wish. “Tog]l-trof” is 
an AMAZING development in fluorescent troffers, * * * SEE it Today! USE it 
on your next job! 





(Send for Catalogue T-1) 


A rai wn Mitellthiclailaas 
Product NI QO 3 | L | | | inc. of Super-Vision 


of Jersey City 6, N. J. Mobiliers 
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belong in the cellar 


... but not 


CIRCUIT PROTECTION 


The cellar’s a good place for a furnace— 
and for storing furniture, preserves, and 
last summer’s hammock — but not the 





best place for circuit protection devices. 
Today’s architects and electrical contrac- 
tors prefer installing protection on the 
same floor as the loads. Simple, safe, 
good-looking Federal NOARK Multi- 
Breakers are placed where they’re acces- 
sible instantly for instant restoration of 
light or appliance circuits. A full range 
of ampere ratings is available for indoor 
and outdoor applications. 





Write for a copy of the 
“FEDERALOG”. address Dept. W 


WE WS TYPE MO-4 MAGNETIC THERMAL MULTI-BREAKER 


Federal 


SALES OFFICES IN PRINCIPAL CITIES 
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EXCLUSIVE! 


Sectional Construction 


“ The only 8-foot fixture 
te packed in a 4-foot 


carton! 





Sectional Construction as- ~~ 
) 


sures safer shipment and - 
easier installation—not pos- 

sible with fragile, hard-to- 

ship unwieldy 8-foot units 

of the ordinary type. 


EXCLUSIVE! 


PU “Trunk Lock” 
Hinge Louver 


Where shielding is desired, a Model No. 340 
Louver is attached to the Model No. 3020 open- 
type fixture. Exclusive “trunk-lock"’ hinge feature 
permits attachment of louver in a jiffy; louver 
swings down smoothly for easy relamping and 
convenient maintenance. 











Amazingly Flexible Installation 


MITCHELL Slimline is ideal for continuous row 
mounting or for individual mounting. Stem Set 
O31 ST is available for pendant hanging. 







FIRST CHOICE 
IN LIGHTING 


Tutroducing THE REVOLUTIONARY NEW 


SLIMLINE 


Commercial Lighting 


Featuring Exclusive Sectional Construction 


for Easy, Safe Handling and Quick Installation 
..- With beautiful ‘New Look” styling 


The new MITCHELL Slimline Fluorescent Luminaire is easier to handle 
and install than any other 8-foot fixture available. Here’s why: This 
unit features an exclusive construction in two four-foot sections, all 
ready to slide together to make a single sturdy 8-foot Slimline unit. It is 
shipped in a four-foot carton (much less liable to damage ). Each section 
mounts separately on its own mounting plate to join perfectly as a 
single, smooth 8-foot unit. Installation is an easy one-man job—no 
hazards, no struggling with unwieldy ordinary 8-foot units. 


Another MITCHELL exclusive is the hinge louver. This beautifully- 
contoured louver frame (Model No. 340) hooks quickly onto the basic 
open-type fixture—swings down on patented “trunk-lock” hinge mech- 
anism for easy relamping and cleaning. Other practical MITCHELL 
Slimline advantages include instant-start, no-flicker operation, longer 
lamp life, reduced maintenance, and handsome “new look”’ styling. 


The basic open-type unit is available in two models: No. 3020 with 
200 milliamp ballasts; No. 3020-B with 300 milliamp ballasts. Chan- 
nels are all-steel, finished in white baked enamel; beautiful end-pieces 
are die-cast, in Satin Aluminum finish. Units may be installed singly 
or in continuous rows, either flush or pendant mounted. 


For supremely easy installation, wonderful versatility, and superb light- 
ing efficiency, the new MITCHELL Slimline Luminaire is without equal 
in the field of modern commercial lighting application. 


WRITE TODAY for MITCHELL Bulletin No. 322 which 
gives full illustrative and descriptive details on Amer- 
ica’s finest Slimline Luminaire. 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 
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NEW BRYANT CATALOG IS INDUSTRY’S SHOW WINDOW 


Once again— Bryant gives you the answer to modern wiring device problems. it's the 
new 1948 Bryant catalog... featuring a most complete line of quality wiring devices. 
It’s complete and compact—it presents industry's 
broadest line of devices for every wiring need. 
it’s simplified — information is consolidated in 
logical arrangement of products by sections 
for quick reference and easy ordering. 
it interprets — adequate wiring standards are listed in terms of Bryant 
catalog numbers and prepared in specification sheet form 
for use by architects, engineers, and contractors. 
For the first time—a quick selector chart for 
easy identification and choice of flush plates 


Get your copy of the new 1948 Bryant catalog and see why, 





more than_ever before, Bryant is the answer! 
THE BRYANT ELECTRIC COMPANY 
Bridgeport 2, Connecticut 


||\| cee 


NEW YORK e CHICAGO e LOS ANGELES 








THE BRYANT ELECTRIC COMPANY 
Department SP-2, Bridgeport 2, Connecticut 





Gentlemen: Please send me a copy of the new Bryant catalog No. 48 
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Copper Alloy 


; Both Ends of 
Trigger Spring 


Current-Carrying 
Copper Fuse Strip 
Exactly Alike 


THESE 4) FEATURES 
J’ ALONE=MEAN MORE 
DEPENDABLE PROTECTION 


T The Copper Alloy Trigger 2 Both of the current-carry- 
® Spring is specially treated @ ing copper fuse elements 





and designed for positive, sure are exactly alike in size, shape 

and simple operation. and area. Any heating is ex- 
actly equal in both ends of 
fuse—no hot spots. 


Safe Time Delay 


The extra time lag prevents unnecessary 
“blows’’—yet safety is provided if dangerous 
short circuits, harmful overloads or damaging 
heat rises take place. 


The two features of Jefferson Saf-T-Lag 
Thermal Fuses illustrated above are reasons for 
the close control of capacity calibration, and 
accurate dependability of operation. 


Protect Equipment 
And Factory Output 


By preventing unnecessary stoppages while 
protecting against motor and electrical equip- 
ment damage—Jefferson Triple-Action Saf-T- 
Lags keep machinery on the job for maximum 
output. Jefferson Safe Time Lag Fuses incor- 
porate the experience of 50 years of fuse 
design and manufacture. 


Write for new Fuse Booklet 482-ST. 
JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 
In Canada: Canadian Jefferson Electric Co., Ltd. 


384 we fhe sent Ont. @® LOOK FOR THIS LABEL 









| ® CAPACITIES: Ferrule type 1 to 60 amperes 
JEF F E RS 0 N | 


250-V and 600-V; Knife-Blade type 70 to 
ae RT A e 600 amperes, 250-V and 600-V. 
Ps : be ey th Lt ‘ sree U.S Pat.of,  @ SOLD THROUGH WHOLESALERS 


Triple-Duty SAF =| - 





(5 Thermal e Uj ~ 5 a 
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SOURCE The 
COMparisons Of pel 
field are 


Census Oot the 


tor these monthly 


, b 
ads asts 


higures we 
formance in the electrical wholesaling 
collected and compiled by the Bureau ot the 


U.LS. Dept. of Commerce. 
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Business Index 
Forthe Month of February 1948 


SALES 


attributed in part to 


Retlecting an increase over January that may be 
a seasonal influence, the February 
reporting panel showed sales totaling $104,326,000. In- 
cluded in this group were 382 full-line wholesalers, 127 
wiring supplies-construction materials distributors and 93 
a total of 602 firms. The 
panel reported sales increases of + and 15 percent ove 
1948 and 


Considered by class of house and compared with Janu 


appliances-specialties wholesalers 


January February 1947 respectively. 

ary 1948, tull-line wholesalers’ and appliances-specialties 
wholesalers’ sales were up + and 9 percent respectively 
sales 
1947 


increases were reported by all three classes of houses. Full 


but wiring supplies-construction materials house 


dropped off > percent. Compared with February 


line wholesalers led with 


a l/ percent gain, appliance 
specialties wholesalers showed a gain of 1) percent, and 
wiring supplies-construction materials houses reported a 


gain of | percent. 


INVENTORIES 


advanced 7 percent over January and reached a level 43 


Stocks, measured at cost, and as reported 


percent above February 1947. It is interesting to note that 
stocks have advanced steadily since last summer and have 


reached a new record level on each successive month. 


COLLECTIONS The 


cated an accounts receivable turnover rate during February, 


redit information submitted indi 


of once every 34 days. This represented a slightly slower 


collection rate than the 32 day average reported for a 


Vear ago. 
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IN YOUR CORNER... 


WHEN YOU SELL ROEBLING ELECTRIC WIRE AND CABLE 








SERVICE! Fast service that helps you meet cus- When your order comes in, the goods go out. . . 
tomers’ needs on the dot! .. . Wherever you're promptly, with no delay. 

located, there’s a Roebling warehouse within This is the sort of service that brings new 
easy reach . . . ready to supplement your own customers and keeps old ones . . . yet it’s only one 
stock ... enabling you to fill orders when wanted business-building factor in the Roebling program. 
. . . by shortest route and quickest conveyance. JOHN A. ROEBLING’S SONS COMPANY 

And Roebling warehouses are more than geo- TRENTON 2, NEW JERSEY 

graphically strategic, they're completely stocked! Branches and Warehouses in Principal Cities 
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TECHNICAL HELP THAT PAYS OFF 
Roebling Engineers and your Roebling Field Man 





are always ready to help you solve technical prob- 


A lems . . . to suggest the right Roebling product for 
y| the job. . . the right way to use it for top perform- 
ance and lowest cost. Make use of this service . . . it 





is bringing suppliers more and more orders the 


country over. 


ADVERTISING THAT SELLS IN YOUR MARKET 
Hard-hitting, effective, colorful page and two-page 
Roebling advertisements in leading business and 
industrial papers reach every customer and prospect 
in your market. Telling the story of Roebling prod- 


ucts and service, month after month, they mean 





\ % 





more sales and bigger profits for Roebling agencies. 
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A CENTURY OF CONFIDENCE 71°} 


ROEBLING 
= 





* WIRE ROPE AND STRAND *® FITTINGS *® SLINGS 
* SUSPENSION BRIDGES AND CABLES *® AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS *® AERIAL WIRE 
ROPE SYSTEMS *® ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD, ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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wha 
| EGIONALLY, all classes of houses combined, sales Figures in this table apply to the geographic divisions fectl 
‘re suds 1 : > » ke ar 947 level i ; : ; 
were substantially ibove the | ebruary 1947 level in és eellinnd enl mehend a cles en Cb Chee K 
each ot the geographic divisions with the exception of the A 
New England area where no change was indicated. Com PP 
pared with January 1948, reported sales changes ranged SALES INVENTORIES of A 
trom oft | percent in the South Atlantic states to up 7 Pr 
February 1948 February 1948 
percent in the South Central region. ic din % with long 
Considered regionally, most divisions reported inventor) Compared in % with | nit ciciasteianebu R 
eae elae di "greats ghar eo teeentin Trading | . 
changes approximating ; ye pnere average — 1 ni reases Jan. Feb. Region | Jan. Feb. _— 
running trom a low of 2 percent in the sew England 1948 1947 \(See Map)| 1948 | 1947 ; 
region to a high of 11 percent in the East South Central equi 
division. + ] @) 1 oa 2 +61 
In terms ot weeks supply of inventory at the current rate + 6 + 7 2 +9 | +55 
ot sales, trade inventories represented 6.9 weeks business. + 4 +10 3 +8 | +33 AP 
Similar indexes ot 3.6 and 6.8 were recorded tor February + 4 +26 4 + 8 a 73 
1947 and February 1939, respectively. ~ 7 +14 5 + 5 +4 Branc 
Creog! iphic lly collections of accounts receivable for + 7 +27 . + re + _r 
the month of Febri from 31 days reported by the +2 22 A he ie mir 
— month oO ( iene Pte rom . days reported Dy the +15 +34 8 + 6 +65 — 
\lountain division to 36 days reported by both the New + 2 416 9  <s +49 
england and the Pacific Divisions. Re 


































STATES COMPRISING GEOGRAPHIC DIVISIONS: RI BEGION 6=PDel.. Md. D. of C.. ¥2., W.Va, NC., d.©.,. Soe, 
GION 1-Maine, N. Hamp., Vt., Mass., R.1I., Conn.; REGION Fla.: REGION 6—Kvy., Tenn., Ala., Miss.; REGION 7— Ark., 
2—-N. Y., N.J., Penn.; REGION 3—Ohio, Ind., Ill, Mich., Wis. : La.. Okla.. Tex.: REGION 8—Mont., Idaho, Wyo., Colo., N. Mex., 
REGION 4—Minn., lowa, Mo., N. Dak., S. Dak.. Nebr.. Kans.: Ariz... Utah, Nev.: REGION 9—Wash., Ore., Calif. 
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© SKILFULLY DESIGNED 
® RUGGEDLY BUILT 
® PERMANENTLY DEPENDABLE 


























First Cost is Last Cost with 


APPLETON “se: “UNILETS” 


Appleton “UNILETS” are manufactured to provide lifetime performance in 
any building. Combining the qualities of strength and lightness, “UNILETS” 
are made of rugged Malleable Iron, with a rust- and corrosion-resistant finish. 

Form 35 “UNILETS” (the type shown above) are big and roomy—made 
without cover ear lugs in the UNILET body. Their smooth castings are free 
from holes, blemishes and gating marks. Chamfered edges on all conduit hubs 
assure straight and accurate tapping without any sharp or rough edges. And 
whatever the specification, there’s a UNILET in the Form 35 line that per- 
fectly suits the purpose. 

Form 35 “UNILETS” are typical of the 15,000 items in the complete 
Appleton Line of fittings, boxes and lighting fixtures—all quality products 
of Appleton’s own foundries and fabricating plants. 

Provide customers with fittings that are tops in economy, dependability, 
long life; sell Appleton Fittings—‘STANDARD FOR BETTER WIRING.” 

Recommend the big Appleton Catalog! Be sure your customers have and 
use this convenient Purchasing Guide for all buyers of electrical and wiring 
equipment. Mailed free immediately upon request. 


SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE ° CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 50 Church Street * DETROIT, 3049 E. Grand Blvd. 
* CLEVELAND, 1836 Euclid Avenue * SAN FRANCISCO, 655 Minna Street ¢ 
ST. LOUIS, 420 Frisco Bldg. * LOS ANGELES, 100 North Santa Fe Avenue * 
ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 429 Brown-Marx Bldg. * MIN- 
NEAPOLIS, 305 Fifth St., S. © PITTSBURGH, 414 Bessemer Bldg. * BALTIMORE, 
100 E. Pleasant Street * BOSTON, 10 High Street * DENVER, 1509 
Seventeenth Street * PHILADELPHIA, 1017 Cherry Street 


Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee, 
New Haven, New Orleans, Seattle. 
Export Representatives: International Standard Electric Corp., 
67 Broad Street, New York 4, N. Y. 
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APPLETON SWIVEL FIXTURE HANGERS 
For Pendent Type Fixtures 


a 


















Designed to provide and maintain perfect align- 
ment of pendent lighting fixtures. Recommended 
by engineers because they permit fixtures to be 
hung plumb, providing uniform distribution of 
illumination. Available with vibration-absorbing 
cushion as illustrated above at right. 


APPLETON ‘‘STA-TITE” PIPE HANGERS 


For Use with Rigid Conduit and 
Electrical Metallic Tubing 


These hangers are 
designed to permit 
the running of con- 
duit parallel with 
beams, horizontal or 
at any angle. 


r 
TYPE—"PHD” 


TYPE—"PH” 


SONDUIT FITTINGS « LIGHTING EQUIPMENT « OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS + REE 
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Only a Prosperous America 


Can Be Free 


URING May 50 million American workers 
will get from the Congress of the United 
States a real incentive to work. 





This incentive is called a tax cut. Beginning May 
1, the withholding tax on incomes will be reduced, 
giving everyone a much-needed increase in take- 
home pay. 


But the tax cut will have a far more important 
effect. It may be literally a life-saver for American 
employment and production—and, hence, for the 
stability of the world. It will help to do two things 
which must be done if our economy is to continue to 
furnish good jobs and good earnings. 


1. It will generate part of the private funds for in- 
vestment in common stocks—the “risk capital” 
which we need to sustain prosperity. 


2. It will provide part of the incentives necessary 
to make American business management still 
more effective. 


These two predictions are not advanced as mat- 
ters of opinion. They are based on facts reported by 
McGraw-Hill field editors. 


These facts show why the reductions in upper 
bracket income tax rates are most significant for 
our continued prosperity. For the first time in more 
than twenty years the tax burden on people who can 
afford to risk their savings has been lightened. To 
find out what this will mean to the economy, 
McGraw-Hill field editors all over the nation asked 
a group of business executives making $15,000 a 
year or more how they will use the money which 
the tax cut gives them. Here is what they said: 


1. They plan to save — not spend — three-fourths of 
the money they keep as a result of tax reduction. 


2. They plan to invest one-half of these savings in 
common stocks. If all persons making over 
$15,000 follow this pattern, they will make avail- 
able about a half billion dollars of risk capital 
for American industry. 








1) How much of your tax reduction will 


you save? 74% 
2) How much of your tax savings will 

you invest in common stocks? 52% 
3) Will lower taxes lead you to switch 

some of your investment in bonds to 

stocks? Yes 28% 
4) Have you passed up an opportunity to 

invest in a new business in the last five 

years because the return after taxes 

did not justify the risk? Yes 40% 





WHAT THE TAX CUT WILL DO 


What will upper bracket taxpayers do with their tax savings? 
What can business expect as a result? 
O ANSWER THESE QUESTIONS, McGraw-Hill field editors interviewed a carefully selected sample of 


business executives earning $15,000 a year or more. Here, for the first time, are solid facts that show 
how tax reduction will effect the supply of risk capital and business incentives. These are the results: 





5) Will lower taxes make you more in- 
clined to take a risk on a new business? Yes 80% 


6) Have you turned down the opportunity 
to take a bigger job in the last five 
years because taxes would take too 


much of the additional income offered? Yes13% 


— 


7) Do you know of actual cases of execu- 
tives who have turned down bigger 
jobs or more work because of taxes? Yes38% 


8) Will lower taxes make you more in- 
clined to take on a bigger job or more 


work? Yes 59% 


~~ 
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3. They also will switch some of their present sav- 
ings from bonds and bank accounts to common 
stocks. This might easily add a billion dollars or 
more to the supply of risk capital. 


The one-half billion dollars ot tax savings and the 
funds switched from other investments into com- 
mon stocks is not enough to end the shortage of 
risk capital. But it is a start. 


Before passage of the tax law, risk capital had 
been growing increasingly scarce. 


One measure of the scarcity is that last year only 
four-tenths of 1% of national income went into new 
common stocks. In 1925, a year of normal prosperity, 
almost 3% of national income was invested in new 
common stocks. 


Another measure is that between 1940 and 1947 
people actually reduced their holdings of corporate 
stocks and bonds by nearly a billion dollars. During 
the same period, people salted away almost $150 
billion in such safe havens as cash, bank deposits, 
and government bonds. 


This drought of risk capital hit us just when we 
need a vastly increased flow of risk capital to finance 
the expansion and improvement of our American 
productive machine. We need risk capital to search 
for new oil fields and to build new pipelines and re- 
fineries. We need capital to expand our over-loaded 
electric and gas utilities. We need it to finish re- 
equipping our airlines and railroads and bus lines. 
We need it to modernize our textile production. We 
need it to keep pace in the magical, booming chemi- 
cal industries. We need it to launch the new indus- 
try of television. 


We need capital for all this work and for much 
more besides. And we must do all this work if we 
are to keep the United States dynamic and if we are 
to create new and better jobs. 


The tax cut comes just in time. As the last edi- 
torial in this series showed, the flow of risk capital 
must double or triple if we are to avoid a cutback 
in industrial expansion next year. A major reduc- 
tion in industrial expansion because of a shortage 
of risk capital would menace our prosperity. When- 
ever capital expansion has sagged, the whole econ- 
omy has sagged. That is the record. That is why 
every American has a crucial interest in breaking 
the shortage of risk capital. 


The tax reduction now going into effect helps re- 
lieve that shortage. In my opinion, we need still 


other tax changes to assure enough risk capital for 
healthy industry and healthy employment. 


We should encourage the rapid depreciation and 
replacement of plants and equipment to keep 
America efficient. 


We should eliminate the double taxation of stock- 
holders’ incomes. 


We should permit full averaging of good years 
and bad in calculating income tax payments. 


We should cut tax rates again as soon as we can. 


The tax cut of 1948 will prime the flow of capital. 
We must keep it flowing. 


The tax cut also encourages our successful men 
and women to work harder and more effectively. 


The McGraw-Hill editors collected some solid 
facts to show how seriously heavy taxes have dis- 
couraged business leaders. Here they are: 


1. One out of seven persons the editors questioned 
said that they had turned down positions with 
greater responsibilities because heavy taxes 
would take most of the greater pay that went 
with the harder job. 


2. Six out of ten executives would be more inclined 
to accept a more responsible job now that taxes 
will let them keep more of the added pay such 
a job would bring. 


We all have a stake in incentives which make men 
work harder, especially talented men. The more we 
each work, the more we all have. 


The tax reductions so far made will leave the 
government more than enough revenue to meet all 
its expenses, including the proposed defense ex- 
penses, and still reduce the national debt. If more 
defense money becomes necessary, vigorous econ- 
omy on less essential government expenses will make 
possible both stronger military defenses and a better 
tax system. We need both. 


Only a prosperous America can be strong enough 
to remain free—and to help keep the rest of the 
world free. 





President, McGraw-Hill Publishing Company, Inc. 
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New: ARROW No. 9260 


BACK-WIRED ‘ves’ DUPLEX 
CONVENIENCE OUTLET 


T-SLOTS @ DOUBLE SIDE CONTACTS @ PLASTER EARS 
















This advanced design provides for either back wiring or side wiring 
with equal facility. Back-wiring feature makes easier, more secure 
installation. Built-in stripping guide assures correct stripping; elim- 
inates exposed wire. Individual terminal clamps hold wires with a 


no-slip grip. Other structural features are: 


@ Large Recessed Binding Screws @ Double T-Slots 
@ Ample for No. 10 Wire @ Double Side Contacts 
@ Strong Plastic Base @ Washer Type Plastic Ears 


Listed as standard by Underwriters Laboratories, Inc. and meets all high-grade 
specifications. Specify No. 9260 for brown plastic base; No. 9260-I for white 
Ivorylite. 











10 AMPS. — 250 VOLTS 15 AMPS. — 125 VOLTS 





] Strip off insulation to exact length, quickly 
* and easily, using built-in stripping guide. 
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THE ARROW-HART & HEGEMAN ELECTRIC COMPANY 
HARTFORD 6, CONN.. U.S. A. =. Tighten terminal screw — Individual clamps 


grip securely with no exposed wire 
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Sulphur & Molasses No — we never took the 
stuff but we have always heard that in the old days it 
was considered a very simple but useful home remedy, 
generally administered in springtime for the purpose of 
clearing up mental and physical “cobwebs” accumulated 
through a long winter of over-eating and under-exercising. 

Not so long ago the commodity markets and the stock 
markets went through some gyrations that have caused 
some people no end of worry and here and there we 
hear not only talk of “the turn” being here, but even 
some mention of recession. 

Of course most people who talk that way just don’t 
use their head, because they need only look at the basic 
performance records for. 1947 and the current indexes 
on production and other important activities to realize 
that actually the country is perking along in fine shape 

business wise. 

Then also this might be a good time to recall that just 
about a year ago we had a quite similar period of sur- 
face uncertainties and these traveled their course and 
were cleared up without causing any disaster for, who 
is there to say that 1947 was not a good year — business 
wise. 

But somehow business — being as such a strictly man- 
made operation — seems to have fallen heir to some of 
man’s weaknesses and one of these is that overindulgence 
is likely to produce a certain amount of sluggishness, for 
which there is no better cure than a liberal dose of sul- 
phur and molasses, and that’s as good a term as any to 
apply to the times we have recently been passing through 

business wise. 

If then the treatment is “going to take’ as we think 
it has, we will find henceforth fewer cases of the Seven 
Year Squat, more intensive general sales activities, less 
phone-work and more foot-work on the part of salesmen, 
wider realization of the fact that the BUYER’S market 
is here and — will be with us a long, long time. 

Yep — Them old home remedies is hard to beat. 


* 


Facts and Figures that tell a story — picked at 
random from recently published reports, newspapers, bul- 
letins, etc. 

Building: The Federal Housing Administration re- 
ports that in the first three months of 1948 more than 
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twice as many dwelling units were started than in the 


first quarter of 1947 and more than four times as many 
were completed. 

Retail Sales: Department Store dollar sales during the 
first 3 months of 1948 were 9 percent above the same 
period last year and it is observed that most of the in- 
crease was due to more units sold rather than higher 
prices. R. H. Macy & Co., New York’s largest depart- 
ment store, had its first spring-time One-Million-Dollar 
Sales day recently. Mail order and chain store sales were 
up nearly 18 percent last month, Eastman Kodak Com- 
pany’s sales for the first 3 months of 1948 topped the 
same period of 1947 by 29 percent. Montgomery Ward's 
sales for the quarter ending April 30th 1948 broke all 
previous records for the same period. 

Over 60 Millions In Jobs: According to a statement 
released April 25th by Ewan Claque, Commissioner of 
the Bureau of Labor Statistics, employment in March 
1948 was running 1,000,000 higher than March 1947 
and, if employment merely follows the same normal sea- 
sonal pattern, employment will early this summer reach 
a new peak, exceeding last year’s record of 60,000,000. 

Crops: Recent reports indicate excellent crop condi- 
tions with the wheat crop expected to come within 30 
or 40 million bushels of last year’s 1,364 million bushel 
record breaker. Stocks of various grains still held on 
farms as of April were generally below the ten year 
average of percentages held over. 

Farm Income: With the anticipated decline in exports 
of farm products looking less threatening, farmers’ cash 
income in 1948 should come close to that $30 billion 
mark, which it hit in 1947. 

Survey of Business Prospects: The National Indus- 
trial Conference Board released early in May 1948 the 
results of a national survey of business prospects, from 
which we quote the following excerpts: The business 
outlook has not been significantly altered by the break 
in commodity prices earlier this year. . . . Production is 
expected to continue at or near an all-time peak through 
the first half of this year. ... New orders were reported 
as still being received in substantial quantities and few 
cancellations were mentioned. . . . Most companies said 
that they are operating ‘‘at capacity or as near to it as 
the availability of raw materials and labor will permit.” 
... The majority of reporting companies expect produc- 
tion to be the same in the first and second halves of the 
year. (Continued on page 55) 









Anacondaloy”-coated copper conductors are 
insulated with a moisture-resisting synthetic 
rubber compound, bound with color-coded 
rubber-filled tape and enclosed in a tough, 
high mechanical strength, moisture and 
flame-resistant outer jacket of Neoprene.Con- 
ductors have the lasting protection of a solid 


block of synthetic rubber and Neoprene. 


*Reg. t 5. Pat. Off 


sumer 


vA ANACONDA 





Small sizes or large... one, two or three conductors... 
moisture-resisting insulation... from 0 to 5,000 volts... 


Durasheath is built for rugged service: 


Durasheath offers high tensile strength and resistance 
to impact and abrasion—p/us extreme flexibility that makes 
it easier to handle. Also, Durasheath resists moisture, acids 
and alkalies generally found in the soil, eliminates prob- 
lems of electrolysis, corrosion and extremes in tempera- 
ture and is highly resistant to flame—making it possible to 
use a single type and size of cable in runs that are partly 


aerial, partly underground or in conduit. 


For complete information, write for Publication C-27. 
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WIRE AND CABLE COMPANY 


25 Broadway, New York 4, N. Y. 
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(Continued from page 53) 


Cover Beginning with the third quarter of 1947 we 
received periodically and from various sources forecasts 
of the amount of money that American industry was 
planning to spend for plant expansion in 1948. 

Gradually the figures quoted have crept up from the 
modest $9 billion first predicted until now a study that 
was recently conducted jointly by the U. S. Department 
of Commerce and the Securities Exchange Commission 
came up with a total of $18,710 million for 1948 and 
the consoling observation that a high rate of business will 
be maintained throughout the year, with no falling off 
in the second half. 

What so large an expenditure for plant expansion may 
mean to the electrical wholesaling industry cannot be 
estimated but — that it will mean the sales of hundreds 
of millions of dollars worth of electrical products is ex- 
emplified in our cover picture which shows merely the 
electrical control board of just a single unit in an Eastern 
steel plant. We thank the Westinghouse Electric Cor- 
poration for having supplied us with this dramatic 
illustration. 


* 


Financing Angles There is an old saying: “In 
times of peace prepare for war’ and its economic adapta- 
tion: “In times of prosperity prepare for adversity.” 
Since no one can deny that electrical wholesalers and 
their salesmen are riding high, wide and handsome on 
today’s wave of prosperity we feel that a few observa- 
tions on financing angles will in no way dampen the en- 
thusiasm of the times. 

Many wholesalers have bought new buildings, made ex- 
tensions, renovated and modernized now-occupied build- 
ings; they have bought new equipment, trucks, materials 
handling units and in other ways they have tied up large 
sums in stone and brick, mortar and machines, While we 
are basically all-out for doing all those things we think 
they should be done only IF they are financed without 
impairing the actual working capital of the concern. 

Wholesalers must keep themselves well financed at all 
times. They must take all cash discounts in order to earn 
a net profit. In times like these and those to come, they 
must be able to warehouse and finance large inventories ; 
they must expect to “carry” their contractors’ accounts 
longer, to say nothing about the financing problems of 
the small dealers. 
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In the light of those demands we think that every 
wholesaler would do well to appraise his financial status 
from every possible angle. They should take into con- 
sideration the fact that some of the country’s largest 
corporations have done exactly the opposite from what 
so many wholesalers have been doing. Instead of leaving 
part of their capital tied up in, or sinking more money 
into non-productive brick and mortar, they have sold 
their buildings and leased them from the buyer while 
taking proceeds for added working capital. 

It’s not a bad idea. 


* 


Credit In our last, the April issue, commemorating 
the 40th Anniversary convention of the National Elec- 
trical Wholesalers Association, we published on pages 111, 
112, 113, 114, 115, and 116 a group of reproductions of 
catalog pages that appeared in the earliest catalog of an 
electrical wholesaler that we have been able to locate. 

The catalog was loaned to us by Mr. Chas. Mason 
of the Novelty Electric Company of Philadelphia to 
whom we hereby express our appreciation for having 
contributed an interesting and to us of 1948 to some ex- 
tent slightly humorous bit of historical information on 
what types of materials the “jobbers” in those early years 
were featuring in their catalogs. 

Incidentally — the Novelty Electric Company appears 
to be one of the oldest concerns in existence today, among 
all that originally started in business for the express pur- 
pose of serving as distribution channel for the manutac- 
turers of electrical products. 


* 


Indian Givers Down in sunny Arizona the Pima- 
Maricopa Indians live on a reservation that happens to 
lie across the route that had been selected for a 230-KV 
power line to connect Prescott and Mesa. 

Getting formal permission for running the line through 
was not expected to be difficult but it was — even for the 
Great White Father’s Bureau of Reclamation. The In- 
dians would not give permission for passing through the 
reservations unless in return the operators would give 
assurances that they would supply electricity for the 
homes of the tribe. 

The Indians won! 
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Yfow hysteresis-type motor makes 


SANGAMO TIME SWITCHES 


Better than ever.... 
















The new low-speed Sangamo-developed, hysteresis type motor—the heart of the 
time switch—achieves higher torque, both in starting and synchronous operation. 
The motor coil is completely enclosed in a molded shell for superior insulation. 
A new replaceable bearing system is lubricated with a special Silicone product 
which is not affected by extremes of temperature. The features of this new 
motor— greater torque ... long-life lubrication...low speed: 450 RPM— assure 
exceptionally long life without attention. 


New Attractive Case... New Shorter Intervals 


The well-designed, gray-enameled case is made Closer time-limits between settings permit a 
of pressed steel and is provided with a weather- wider range of applications. The minimum time 
between settings of the “off”? and “on” periods 
is 90 minutes. The time interval between ‘“‘on” 
and “‘off’’ periods is 30 minutes. The switch can 
space for wiring and four multiple knockouts make be manually tripped at any time without disturb- 


installation easy. ing the automatic operation. 


proof gasket and a sealable hasp. A diamond- 


shaped window improves visibility. Increased 


The new, improved construction is also available in the complete 
synchronous-motor-operated line of Sangamo Time Switches, in- 





cluding socket and astronomic types. 
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Type L (Synchronous) 


$23.00 LIST 


TRADE DISCOUNTS APPLY 


Type WH 


(Synchronous Carryover) 


Sangamo Time Switches, widely known for their 
dependability, are now better than ever! The Type 
L synchronous and the Type WH synchronous 
carryover switches, pictured above are the two 
new basic time switch units in the Sangamo line. 
They can be adapted to a wide range of applica- 
tions by the inclusion of an omitting device, 
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ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 


advance time cutoff, astronomic dial, and two 
circuit type construction. 

These improved Sangamo Heavy-Duty Time 
Switches are available for immediate delivery. 
Place your order for stock now. 

Bulletin 1060C gives full information and 
prices. A copy will be sent upon request. 

















Close-up view, showing trolley as it rides in 
Industrial Trol-E-Duct. Trolleys are fed electrically 
and supported mechanically by the slotted duct. 


Trol-E-Duct furnishes constant power to these 
hand-tool operators on moving assembly line. 
BullDog manufactures Vacu-Break Safety Switches 
* SafTfoFuse Panels * Superba and Rocker Type 
Lighting Panels * Switchboards * Circuit Master 
“Lo-X"" Feeder BUStribution DUCT ° 
Type BUStribution DUCT * Universal 
Trol-E-Duct for flexible lighting * Industrial Trol- 
E-Duct for portable tools, cranes, and hoists. 


Breakers * 
“Plug-In” 

















Electrical wholesalers profit...long after sales, too 


OUR customers will fatten their wallets on the 
y savings brought about by the installation of BullDog 
Industrial Trol-E-Duct ... and you profit, too, because 
a satisfied customer always comes back. 

This remarkable power distribution system has so 
many outstanding sales points and such a good reputa- 
tion, you'll find it helps sell itself. What’s more, long 
after it has been installed, it keeps selling itself, and 
you, over and over again to customers and prospects. 

BullDog Industrial Trol-E-Duct is a flexible elec- 
trical system. Trolley outlets move smoothly along 
the slotted length of an insulated steel duct, tapping 
power from enclosed bus bars. Trol-E-Duct is ideal 
for portable tools, cranes, and hoists. 


Power where it’s needed 


Assembly line feeds are easy with BullDog Industrial 
Trol-E-Duct. The slot in the bottom of Trol-E-Duct 
is continuous, following curves and straight sections, 
throughout the entire installation. 

Factory owners, engineers, electrical contractors, 
and workers all vote their thanks to a wholesaler 
who recommends BullDog Industrial Trol-E-Duct. 
It’s convenient, safe, flexible, and efficient. Each part 
of a Trol-E-Duct system is completely prefabricated 
for quick estimates and simple assembly ... all parts 
are salvable. 

Recommend BullDog Industrial Trol-E-Duct to your 
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customers. BullDog performance can be your best 
advertisement. 

316,931 prospects will see an ad featuring BullDog 
Industrial Trol-E-Duct in 11 leading trade magazines. 
Perhaps you’ve seen it already. Illustrations are the 
same as in this ad, but copy is addressed especially 
to your customers. 


BullDog’s Field Engineers welcome the opportunity of 
discussing the selling features of any BullDog product 
with Electrical Wholesalers at any time. Their special 
knowledge and experience can often be of great 
assistance to electrical suppliers in influencing a sale. 
Why not take advantage of this special service? 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN ¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
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Canadian Wholesalers Assn. 


Meeting Sets New Record 


Electrical wholesalers’ representatives from all sections of 


Canada gather at Toronto to hear industry leaders discuss 


outlook and problems of electrical distributing business 


‘| YORONTO-— The largest attendance in 
its fourteen vears of existence turned 
out for the annual meeting and conference 


of the 
Association held here recently at the King 


Canadian Electrical Distributors 


Edward Hotel. The record attendance rep- 
resenting all parts of the dominion was a 
tribute to the Canadian electrical whole- 


saling industry leaders who worked so 


earnestly, particularly through the war 


years, to promote and build the association. 
Under the guidance of “Dick’? Edmunds, 


secretary-treasurer of the association, a 


lively, informative and well-planned pro- 
gram rewarded the many representatives 
who attended, 

Following a morning session devoted to 
meetings of committees on apparatus, lamp 
and lighting, wire and cable, and small 
appliances, the members heard an address 
by M. J. McHenry, director of consumer 
service, H.E.P.C. of Ontario. 

Speaking on the subject, “Problems of 
Distribution,” Charles G. Pyle, managing 
director of the National Electrical Whole- 
salers Association, told the group that the 


distributors are the key men in a key in- 
dustry because their job is selling. To win 
the coming battle of distribution, Mr, Pyle 
emphasized a four-point program—“‘to re- 
cruit more men, select them more scientifi- 
cally, give them basic sales training and, 
lastly indoctrinate them.” 

The final luncheon session heard R. G. 
Cavell, vice president, Phillips Electrical 
Works, Ltd., and vice president, Automatic 
Electric (Canada) Ltd., speak on “Cana 
dian Business in a Changing World.” 

Representing wholesalers and distribu- 
tors of the U.S. eastern states, Lee Wells, 
vice president, Western Merchandise Dis- 
tributors, Inc., Buffalo, N. Y., made a 
short talk on the desirability of 
cooperation between the electrical whole- 
salers on each side of the border. Mr. Wells 
pointed out that the war had demonstrated 
how much could be gained through co- 
operation. 

O. Fred. Rost, Editor and Publisher of 
ELECTRICAL WHOLESALING, also 
spoke at the banquet. He complimented the 
Canadian wholesaling industry on the ex- 
cellent job it had done, pointed out how 


closer 





HIGHBALL HOUR, in fact Scotch Highball Hour is what this 


‘cocktail” hour should have been called, as the members and 
guests of the Canadian Electrical Distributors Association “pre- 
pared” to celebrate with a banquet the end of their three-day 
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grind of meetings at the King Edward Hotel, Toronto, Canada, 
A pril 21st, 1948. (We are indebted to Editor Ewart M. Haacke 
of The MacLean Publications ELECTRICAL 
ENGINEERING for these excellent pictures. The Editor.) 


NEWS and 
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* Consistent top quality is assured by 
these triple tests in our factory: 


] TESTED on specially designed machines to meet 
specifications of Underwriters’ Laboratories Inc. 
— for endurance, load capacity, and safety. 


2 RETESTED individually upon assembly — for 
mechanical dependability. 


3 TESTED AGAIN before packaging — assuring 
100% perfection. 





GUARANTEED — EVERY SWITCH SHIPPED IS 
GUARANTEED PERFECT 


Special 
machines test 

for load capacity 
and safety. 





GREATER 


EFFICIENCY 


New, simplified design with only 13 
parts—fewer than any other switch 
examined—gives positive action and 
long, trouble free service. Toggle de- 
sign works smoothly with any flush 
plate. 


(We supply electrical wholesalers and jobbers only.) 
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A-P ELECTRICAL DEVICES CORPORATION 


501 North Figueroa St., Phone TRinity 0851, Los A:.jeles 12, California 
Mail Address: P.O. Box 2135, Terminal Annex, Los Angeles 54, California 


SAFER— 
COOLER RUNNING 


Extra-heavy contacts give greater con- 
tact area—permitting cooler running 
with higher current capacity. Com- 
pletely insulated in case. Listed under 


Label Service of Underwriters’ Labo- 


ratories, Inc. 


ORDERS SHIPPED IMMEDIATELY. WRITE FOR 


SAMPLES AND COMPLETE LISTS 


STURDIER 
DESIGN 


Precision built, this rugged switch has 
a stiffer yoke of cadmium plated steel 
with wide plaster ears; accommodates 
#10 wire; extra heavy contacts of 
phosphor bronze; and heavy first- 





quality plastic case. 





No. 708 TOGGLE SWITCH 
10A-125V 5A-250V 
List Per 100: 


Brown $32; Ivory $34 





ELECTRICAL WHOLESALING — May, 
































very valuable the cooperative activities of 
organized groups had been during the war, 
urged that—whether in peace or in war, 
the association should be kept active and 
strong as the best means for enabling its 
members to meet the full measure of de- 
mand that electrical manufacturers might 
make upon their distributors. 


WESCO’S Board Elects 
Salsbury And Nickerson 
NEW YORK—David M. Salsbury was 


elected president and M. P. Nickerson was 
named vice president of the Westinghouse 
Electric Supply Co. at that firm’s annual 
board of directors meeting recently held 
here. 

WESCO 
since 1946 and vice president since 1944, 
Mr. Salsbury succeeds B. W. Clark, who 


has held the dual posts of president of the 


Executive vice president of 


Westinghouse Electric Supply Co. and vice 
president in charge of sales of the West- 
inghouse Electric Corp. 

In a letter to WESCO on Mr. Salsbury’s 
appointment, Mr, Clark, who will continue 
to have responsibility for all sales activities 
of the parent company, wrote: “I am proud 
to have such a successor. I have always been 
jealous of my connection with the people, 
the growth and the business of the West- 
Electric Supply and 


inghouse Company, 


could only be happy to be followed by a 





David M. Salsbury 


man who has so well demonstrated his 
ability and courage, and who has built 
himself into the complete confidence of the 
company he now heads.” 

in Belleville, Ont., Mr. Salsbury 


was educated there and in California. He 


Born 


started his career with the Northern Elec- 
tric Co., Calgary, Can., in 1915, The fol- 
lowing year he joined the Western Electric 
Co. at Oakland, Cal., and went with the 
Valley Electric Supply Co. in Fresno in 
1917. 

He became afhliated with the 
Railway and Manufacturers’ Supply Co. 


Electric 


of San Francisco in 1918, which was ac- 


quired by WESCO two years later. In 1933 
Mr. Salsbury became manager of WESCO’'s 
Salt Lake City branch, when that company 
took over the Inter-Mountain Electric Co. 

Mr. Salsbury was named North Pacific 
in 1939 with 
Seattle, and four years later was trans- 


district manager offices in 


ferred to the New York office as general 





M. P. Nickerson 


manager of the company. He is vice presi- 
dent of the National Electrical Wholesal- 
ers Association and president of the West- 
inghouse Agent Distributors Association. 
M. P. Nickerson, who was named as vice 
president of the company, will continue to 
(Continued on page 93) 








METROPOLITAN NEW YORK wholesalers and guests — 
decked out in formal attire — recently gathered for the Eastern 


re 
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Electrical Wholesalers Association’s annual dinner and dance 
at the Hotel Astor, New York City. 
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LOOK AT THESE 
® ENGINEERED 
FEATURES 

wy Easy to Inspect 


Simple, Strong Pressed- 
Steel Construction 





Permanent Ground 
Conduit Stop 





% Electro-Galvanized 
a Throughout 


Uniform, Safe 
Holding Action 


No Wrench Strains on Boxes 


VIBRATION PROOF No Special Tools Required 


Easy to Install 
with only a Screwdriver 


Close, Accurate Fit 
Economical... Re-usable ... 


APPROVED BY 
UNDERWRITERS’ LABORATORIES, INC. 


] EASY TO INSTALL 
IN CLOSE QUARTERS 
IN AND IN CORNER 
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ELECTRICAL WHOLESALING 
in DALLAS 








Center of a vast trading area and engrossed in an impressive expansion 


program. 


107 year-old Dallas appears to hold all the advantages 


that an electrical wholesaler would specify on a blue-print of heaven 


EIGHTH OF A SERIES 


*s AL.LAS is one of the best places 
in the nation to be in business 
today—any kind of business!” 


That's what we were told prior to 
our visit to this metropolitan city of 
Texas and we found that it was not an 
Its outlook is as new 


overstatement, 
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and fresh as the thousands of new 
homes which decorate every section of 
its residential districts. All business is 
Dallas and 
construction shows none of the lagging 


humming in residential 


pace we have observed in so many 
other cities. 









By Ernest W. Fair 


New homes and new business enter- 
prises of every kind and description 
can be observed in all stages of prog- 
ress in every section of the city. Dallas 
is getting the materials and supplies 
and its people have the money to build, 
high prices or no, and in their quest 
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tor something new and different more 
good architectural ideas are blossom- 
ing forth in residential construction of 
all kinds than in any other section of 
the country we have visited from coast 
to coast. 

There's nothing of the nature of a 
boom in this development either; it 
seems more like a long put-off growth 
which has suddenly spurted forward, 
to take up an existing slack in its col- 
lective suit. Where only large indus- 
trial building is being done in other 
metropolitan cities, here in Dallas 
small firms are constructing new quar- 
ters in great numbers also. Everybody's 
busy and everybody is having a good 
time being busy in this Texas city! 

Dallas has a population of 470,052 
for its metropolitan area and over two 
million people live within a hundred 
mile radius, the chamber of commerce 
points out, boldly taking in nearby 
rival Fort Worth in the count without 
the benefit of consent from that city. 

There are 25 firms engaged in the 
business of supplying the electrical sup- 
ply and equipment needs of this 
area and these range trom manutac- 
turers representatives to large inde- 
pendent and familiar chain operations. 
Several large general wholesale houses 
are very active in the electrical dis- 
tribution field and there are also many 
small independent jobbers some ot 
whom are getting their “first wind” 
in the current era of prosperity the 
northern Texas district is feeling. 

There’s money in Dallas too; money 
in the hands of people to build and 
remodel and renovate and the kind of 
money that makes business move. The 
city is the financial center of the South- 
west and home of the Federal Reserve 
Bank of the Eleventh District, and it 
harbors as well 17 national and state 
banks with a total capitalization of 
about $51,786,794. In point of invest- 
ment capital, the largest bank in the 
South is located in Dallas. 

As for the field of wholesaling, 
Dallas ranks tops in the state which- 
ever way statistics are twisted and has 
the 13th spot among the cities of the 
nation. It is fourth in the nation in the 
distribution of dry goods. 

So much for civic pride data but it 
is all part of the picture that cannot 
truly be appreciated without a personal 
visit to the city — even by as calloused 
an individual as your reporter — when 
it comes to matters of civic boasting. 
We have been accustomed all through 
the last year to see only scattered large 
industrial electrical work in progress 
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and here and there new home con- 
struction, either on an apartment or 
project basis or in large and very ex- 
pensive homes. While there we visited 
almost every section of the city and 
nowhere failed to find evidence of such 
work in progress. 

This means that the electrical con- 
dealers of Dallas are 
busy people these days and 
there are plenty of men engaged in 


tractors and 


mighty 


the business. Their activity and the 
amount of business they are doing is 
a source of constant headaches to sales- 
men, who a year or so back thought 
their supply headaches were beginning 
to abate. 

Now Dallas salesmen find that even 
though their houses are getting more 
supplies and 
merchandise, so also the demand is 


and more equipment, 
increasing and many more items are 
on the unofhcial ration list here than 
in any city we have visited during the 
last six months. Here and there we 
have a bit of surplus and over supply 
but this is a definite exception rathe: 
than the rule in Dallas today. 

The area covered by the jobbers 
and their salesmen in Dallas embraces 
one of the busiest in the country and 
contains several score thriving and very 
busy cities in the 25,000 and under 
population class. Fort Worth enters 
into the competitive picture but in this 
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industry Dallas is the major factor in 
the north Texas area which also in- 
cludes southern Oklahoma, New Mex- 
ico and Louisiana. Houston offers the 
nearest competition to the south and 
Oklahoma City to the north. 

Very little pessimism exists for the 
future within the trade right down to 
contractors themselves, who feel that 
the bright business conditions here to- 
day are going to stay for a long, long 
time. The humming activity of the 
area has brought many major plants 
into Texas since war's end and these 
are all contributing to the “new look’”’ 
of Texas business today. 

Upon closer examination of the Dal- 
las operation it becomes apparent that 
it has some elements of difference from 
that of many cities we have visited. 
Manufacturers agents represent a 
large segment of the Dallas trade and 
these men handle chiefly heavy electri- 
cal equipment and supplies. 

The field of electrical wholesaling 
is also entered by a number of mill 
supply, plumbing and heating supply 
and wholesale hardware firms. None 
of these electrical jobbing operations 
are small or of a sideline nature; each 
one of these firms is very serious about 
its electrical supply department and is 
actively in the field for the business. 

The volume of business obtainable 


and the territory covered is so large 








that the influence of such competition 
is not felt by the hundred percent 
electrical jobbers here as much as it 
would be in some other areas. There's 
no great feeling of brotherhood exist- 
ing toward these firms today, because 
such slicing into the field does not 
have an appreciable effect. Undoubt- 
edly in the future when business con- 
ditions become a little more ‘rough’ 
the combat will become very brisk. 
Some of these “outside” firms are 
older than most electrical jobbers and 
have been in operation more exten- 
sively in pre-war days but they have 
shown no tendency to change their old 
system of a departmental operation 
and probably 


ahead. 


will not in the years 


Dallas is a surprisingly old city, 
having been founded in 1841, which 
is considerable age for the Southwest. 
Many of these non-electrical, but com- 
peting firms have been in business 
through the 1880's and old friendship 
ties and reputations are working to 
their advantage today. 

But here the youngster in the field 
has just as much chance as the well 
intrenched old-timer for hundreds and 
hundreds of the dealers and contrac- 
tors of the territory are young also. 
Most of this part of our industry has 
experienced its major growth in this 
area during the last 20 years and par- 
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ticularly since 1935. 

The post-war period saw many an 
additional new firm established by ex- 
soldiers and ex-war plant workers who 
had saved their money to go into busi- 
ness. The majority of such individuals 
chose the appliance field in this area 
however and as a result the appliance 
dealership clan in this Dallas area is 
somewhat crowded to say the least. 

The forthcoming mortality rate 
among appliance dealers may supply 
material for a rather gruesome story 
before many more moons have passed. 
There's plenty of such business in this 
area but there’s also an appliance deal- 
er for almost every business block! 

The reverse is true of the electrical 
contracting field where many of these 
individuals have established new enter- 
prises but the field as a whole is far 
less crowded today than the appliance 
field. lost 


steered clear 


contractors have also 
of going into the appli- 
field and 


construction 


have concen- 
and 
work. A tew who entered it just after 


ance selling 
trated on repair 
the war ended have long since gone 
back to repair and contracting work. 
Here and there one can find a con- 
tractor who has hung on in the appli- 
ance business but those are very defi- 
nitely the exception to the measure 
here. 


Most trade men feel some casualties 





are to be expected in the contracting 
field here in Dallas during the next 
few years but there’s no feeling of 
alarm about the situation. Credit, for 
that matter, is being given far less con- 
cern here than in other large cities. 
More attention is being given to credit 
by jobbers here today than was given 
a year ago but it has not become a 
major problem. Only here and there 
will one find a salesman who has had 
to take on the added problems of 
credit watchdog in addition to his 
selling. 

Allocation of scarce supplies, expe- 
diting speedy deliveries of orders and 
playing Uncle in solving new business 
problems are the main concerns of the 
average Texas jobber salesman, in just 
about that order. There are some sup- 
plies and equipment in slight surplus 
upon which a selling job has to be 
done but the quantities are not sufh- 
cient to create any major problem, and 
they represent run-of-the-mill mer- 
chandise in most cases. 

The average Texas account is more 
concerned with how he can get some 
short item quick than how much avail- 
able merchandise is going to cost him. 
Good business accounts for part of 
this frame of mind; plenty of confi- 
the Dallas and 
north Texas draws the remainder. 


dence in future of 


Of course this is not to say that the 
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Dallas salesman isn’t hearing about 
price these days; he most definitely is, 
but it’s more of a jostling argument 
rather 
Sales resistance, on the other hand, 


than serious sales resistance. 


is very strong against below par sup- 
plies, equipment and merchandise. 


Brand Names Important 


People in this area are very name- 
brand conscious and are probably bet- 
ter sold on the relationship of top 
quality to well-known brand names 
than those in most other sections of the 
country. In fact “old faces’ are the 
best friends a salesman working for 
the Texas jobbers can have in his 
catalog. 

If the account hasn’t heard of a 
brand or a manufacturer's name be- 
fore, the salesman knows he’s going to 
have to sell that account on the brand 
and think 
about selling the actual merchandise 


name before he can even 
to the account. 

Brand selling thus is of considerable 
importance in the average selling job; 
Texas business men seldom like to do 
business without a knowledge of the 
product they are buying. It’s something 
that they are handing along to the 
salesmen from their own customers, 
for the average Texan in this area 
who is planning electrical repair, re- 
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modeling or new work has done a lot 
of investigating before he calls in his 
contractor, He has checked magazines, 
catalogs, experiences of his friends and 
neighbors and in most cases will make 
specific brand suggestions to his con- 
tractor. 

This, of course, does not hold true 
on more technical supplies with which 
he has no acquaintance; here he trusts 
his dealer and in the average case the 
old “just getting by on the code” pro- 
cedure doesn’t work in this area. It’s 
been a standard procedure for many 
years now with the net result that 
there is less of a replacement need here 
than in many other areas. Texas work- 
manship has long had a national repu- 
tation for excellence and the electrical 
field is certainly no exception. 

Business is done on a much more 
leisurely basis here than in the north 
or mid-east; a salesman considers it 
just as important to drink a cup of 
coffee or go to a ball game with a cus- 
tomer as to talk business. The cus- 
tomer here expects to take time out 
to chat about conditions in the business 
when a salesman calls and generally 
favorite salesman or two 
who gets the majority of his business 
attention. It 
individual salesman has far more in- 


he has a 


and appears as if the 
fluence over an account than the house 
itself can claim in north Texas. Con- 
tractors and dealers generally know 
one or more of the salesmen who call 
on them fairly intimately. 

All of that makes it fairly obvious 
that one of the big jobs of a whole- 
“win 
If he 
is to succeed he has to have as much 


saler salesman in this area is to 
friends and influence people.” 


ability to accomplish that as he does 
to actually sell for a great part of his 
job of selling is to win and hold the 
friendship of his account. Texas jobber 
salesmen have long been known to 
take such following from one house 
to another when they change jobs, so 
powerful a force is this relationship 
with their 
great deal of job-shifting however and 
most men have been with Dallas job 


accounts. There’s not a 


bers for many years. 
“On The Road” Sales Training 


A great deal of sales training is 
done on the road here also; chiefly 
because of the “getting acquainted”’ 
factor in selling throughout this area. 
Almost every house gives a new man 
practical stock experience before any 
such road trips, however, and then he 
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works with an old-timer before going 
off on his own. The many new ac- 
counts in this field today necessitate a 
salesman having a good background in 
electrical supplies and equipment for 
he has to serve as a “Big Brother” in 
making suggestions and giving advice 
which is so often requested by his 
customers. 

It’s a fairly easy territory to handle 
also for highways are good and plen- 
tiful and there are no physical o1 
weather barriers except at isolated and 
then very limited periods. One can 
travel many miles over Texas high- 
ways with great ease and speed and 
consequently the average salesman 
working out of a Dallas house can 
cover a good deal more territory than 
he could out west or on the eastern 
seaboard. Most Texas highways are 
new and engineered for modern trafhc 
volume. 

One of the biggest problems of any 





salesman with a country territory in 
this area is the old reservation problem 
and the average jobber salesman has 
his full reservation schedule made out 
before he leaves Dallas. Hotels are 
far behind the growth of Texas cities 
and seldom indeed can even such a 
steady customer as a salesman waik 
into one and obtain a room without 
reservations. 

But there are so many other tactors 
which make a salesman’s lite in this 
area easier than that of his brother in 
other sections that hotel reservations 
are but small annoyances. The average 
Texas jobber salesman is thoroughly 
in love with his job, knows his busi- 
ness, enjoys the friendship of his tellow 
man, and makes his selling a game 
rather than a chore. 

Dallas and north Texas is one ot 
the few spots in the country where a 
salesman can do that and still be a 
topnotch producer! 
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SELLING today requires expert knowledge, for customers look to the salesman for reliable information. 


ngles on Selling Appliances 


FF Today's Competitive Market 


By Laurence Wray 


Editor 


ELECTRICAL MERCHANDISING 





T IS not the purpose of this 
manual to analyze or dissect the 
numerous theories or rules that 

have been formulated on basic selling 
technique. The object, instead, is to 
provide the salesman with the type of 
factual information on products, mar- 
kets, and prospects that will help him 
in the selling process—facts that will 
aid him in meeting competition from 
established industries. 

You will find little here about per- 

sonality, enthusiasm, self-confidence, 


May, 1948 —ELECTRICAL WHOLESALING 


initiative, and all the other qualities, 
desirable though they may be, that 
go to make up the successful salesman. 
Other sources supply an abundance of 
helpful material on this phase of 
selling. 

There are, however, some funda- 
mental rules governing the job of 


selling that the salesman will want to 
brush up on—rules that will enable 
him to organize his sales efforts more 
effectively and avoid a lot of waste 
motion, For the benefit of those who 





Laurence Wray 

















feel the need of such a brush up, we 
are outlining in this chapter some of 
the rules laid down in the basic sales 
training course of the Edison-Electric 
Institute, prepared in cooperation with 
the National Electrical Wholesalers 
Association. 


1. Analyze the Product 


Selling today requires expert knowl- 
edge. Customers look to the salesman 
for information, guidance, and help. 
And no good salesman will hit the road 
without knowing everything possible 
about the product he is selling and its 
should know the 
answers to three questions: 

(a) What does it do? 

(b) How does it do it ? 

(c) What are its advantages ? 


competition. He 


2. Analyze your Prospects 


In determining who are the pros- 
pects for the product you are selling, 
you must ask three more questions. 

(a) Who needs it? 

(b) What are the present disad- 
vantages ? 

(c) What will be the benefits ? 

Having determined the answers to 
these questions, you will realize that 
to make prospects fully aware of the 
benefits of owning the appliance you 
are selling you must know: 

(a) Enough about your product to 
be able to recognize the uses for it. 

(b) Enough about your prospects 
to recognize the benefits they will de- 
rive from its use. 

(c) How to picture the advantages 
you have to sell in terms of benefits 
the prospect will buy. 


3. Know the Four Decisions a Pur- 
chaser Makes 


Before making any major purchase, 
a customer usually has done some 
thinking about his needs. He may not 
have arrived at any decision, but when 
confronted by a salesman he is sub- 
consciously guided in his decision by 
asking himself four questions. 

(a) Dol have a need ? 

(b) Does the Salesman’s product 
fill my need ? 

(c) What assurance have I that it 
is the best way to fill my need? 

(d) Is it worth the cost ? 

These four questions in the pros- 
pect’s mind (the need, the solution, 
the assurance, and the value) require 
affirmative decisions before the sale is 
consummated. Whenever the prospect 
makes an unfavorable decision on one 
or more of the questions, the sale stops 
moving. The salesman’s job, therefore, 
is to recognize the prospect’s need, 
cause him to feel dissatisfied with his 
present method of meeting that need, 
prove that the new method being 
offered is a real improvement, and 
establish that it will be worth its cost. 


4. The Four Buying Motives 


The history of the sale and accept- 
ance of electrical appliances has pretty 
well demonstrated that they are bought 
to satisfy one or more of the four prin- 
cipal buying motives. 

(a) Profit and economy. 

(b) Comfort and convenience. 

(c) Health and safety. 

(d) Pride and prestige. 

One prospect may be interested in 
one angle, another in another. But 
though one buying motive may be 








WE are grateful to the author and the McGraw-Hill Book Co. for permission 
to reprint here Chapter 3, entitled "The Selling Process," as it appears in 
The Electrical Appliance Handbook by Laurence Wray. 


As Managing Editor of ELECTRICAL MERCHANDISING, Mr. Wray has had the un- 
usual opportunity of studying at close range the selling methods and sales promo- 
tional activities of all of the country's leading manufacturers of electrical appliances 
as well as those of the most successful appliance retailers. 
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creasingly stiff competition that lies ahead. 
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dominant, you should stress the extra 
values that accrue to the purchaser. 
However, when you have discovered 
the principal buying motive, tailor 
your sales story to emphasize that 
aspect. 

In determining the dominant buying 
motive, secure as much information as 
possible about the prospect betore go- 
ing near him. If you can’t find out 
much before making the actual ap- 
proach, then find out more as soon as 
possible after having made the ap- 
proach. 

5. Recognizing a Need 

Until the prospect has recognized 
that a change is needed in his present 
method of performing some specific 
job — pumping water, cooking, refrig- 
erating, washing clothes, heating wa- 
ter, cooling milk, grinding feed, or 
what have you—the No. | decision 
the need decision—is missing. It’s up 
to the salesman, therefore, to point 
out this need so that the prospect will 
recognize it and make the first buying 
decision. 

The good salesman will be curious 
enough to look around and spot this 
need, or he may have got wind of it 
while he was gathering together what- 
ever information he could during the 
“‘preapproach” period. Another meth- 
od of determining the prospect’s need 
is the formal or informal survey. 

Formal surveys are made by many 
electrical-service companies, for in- 
stance, to determine the amount of 
saturation of a particular appliance on 
their lines or by dealers and distrib- 
utors to determine the scope of the 
local market for a particular product. 
may be made 
while the salesman is chatting with 
the prospect, glancing around, and ask- 
ing a few casual questions, At any 
rate, the more information the sales- 


Informal surveys 


man manages to pick up about the 
prospects he expects to sell, the better 
he will be prepared when he reaches 
the point of asking for the order. He 
should know as much as possible about 
the occupation of the husband, the size 
of the family, whether they own or 
rent their house, their financial status, 
the appliances they own and their pres- 
ent condition, and the services being 
performed nonelectrically that modern 
electrical equipment may replace. 

6. Providing the Solution 

Once the prospect has made the first 
afirmative buying decision—recogniz- 
ing his need—it is up to the salesman 
to supply a satisfactory answer to the 
























THE FULL value of the salesman’s productive work is realized only when this work 
is properly organized before his actual contacts are made in the field. 


proving that 
he has the solution to that need. The 


second buying decision 


method that has been used for years 
by successful electrical-appliance sales- 
men is known as the “promise-proof- 
method. 

(a) You describe the advantage or 


admission” 


benefit that promises to give the im- 
provement desired by the prospect. 

(b) You offer convincing proof of 
what you promised. 

(c) You secure the prospect’s ad- 
mission that this will give him what 
he wants. 

The promise part of the solution 
you are proposing needs no explana- 
tion. Anybody can make promises. The 
proof is another matter. This requires 
an expert knowledge of the design 
and construction of and the materials 
used in the product you are selling, 
the use of visual sales aids, the ability 
to demonstrate the product, and un- 
derstanding of its competitive advan- 
some other method, and 


tages over 


that sure-fire confidence builder—using 


the user, or proof of claims by what 






other users think. The admission is 
merely the agreement of the prospect 
that your presentation of the case for 
your product strikes home on a tender 


spot his or her need. 


7. Providing the Assurance 


Once the prospect has been helped 
to recognize the need and to admit 
that your product provides the solu- 
tion to that need, the next question 
that automatically pops into his mind 
is: “What assurance have I that this 
is the dest way to fill my need?” He 
doesn’t want to get stung, and you 
can't blame him. Selling assurance is 
basically gaining his confidence. And 
this is where you have to offer proof 
of a different kind. 

(a) Proof that other people have 
been satisfied. 

(b) Proof that the record of the 
manufacturer for quality is impressive. 

(c) Proof that the company 
represent has built a reputation for 
reliability. 

(d) Testimonial proof. 


you 
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8. Selling the Value 


The last question the prospect has 
in mind before making the buying de- 
cision is: “Is it worth the cost?” This 
is the last decision to be made if the 
three been 
answered and the only one standing 


other have satistactorily 
between you and a signed order. It 
should be the last, too, for the pros- 
pect won't buy even a bargain if he 
has no need for it. Besides, it costs the 
prospect nothing to make the first 
three buying decisions. Value appeals 
are the salesman’s trump card. ‘All 
these advantages,” he has said in et- 
fect. “And at such low cost” is his 
clincher. 

There are two types of appeal that 
are useful in gaining the final “value” 
These are (1) 
logic and (2) appeals to emotion. Ap- 


decision, appeals to 
peals to logic are based primarily on 
the profit and economy buying motive 
of the prospect—the savings that will 
result from old-fashioned methods of 
doing the job; the “pay-for-itself,”’ 
or investment angle; the low operat- 
ing costs, etc. Price questions and op 
erating-cost questions are usually as- 
sociated with appeals to logic. Be sure, 
that 
right and also, that you have made 


therefore, you have your tacts 
use of the “pride and prestige” argu 
ment, even though it properly belongs 
where appeals to emotion are domin- 
ant. 


9. Making Effective Use of Your 
Time 
There are two kinds of time in sell- 
ing. 
(a) 
(b) Nonproductive time. 


Productive time. 


Productive time is the time spent in 
planning sales, in actual customer con- 
tact, or in follow-up work. Nonpro- 
ductive time is time spent doing any- 
thing else. The salesman who spends 
his time productively has the law of 
averages working for him. 

If you want to know what your time 
is worth, find the answer to three 
questions. 

(a) What was your total income 
tor the year? 

(b) 
make ? 

(c) What is the actual cash value 
of each contact, on that basis. 


How many contacts did you 


The value of each call you make, of 
course, will be increased proportion- 
ately by organizing your work before 
you make your contacts, having your 
and 
working toward a definite objective. 


selling tools ready for action, 
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@ How to keep inventories in balance with demand. 


@ How can we achieve the Ideal Turnover Rate for our 
business? ’ 


@ What records will enable us to analyze trends in 
demand? 

@ What are the costly limitations of a single-card in- 
ventory record? 

@ What forms and procedures will save us up to 50% 
in operating time? 

@ How can we effectively eliminate writing of purchase 
requisitions? 

@ How can we save money with THE CHART THAT 
THINKS? 


Answers to these — and many other vital questions on 
inventory control — are covered in this valuable free 
book. Every businessman can profit from reading “How 
To Get Profits From Inventories”. Write for your copy 
today. Use the coupon. 





copy FREE ON REQUEST 


Here's a timely Remington Rand publication 
that goes right to the heart of this urgent ques- 
tion of profitable inventory control. In a clearly 
written, profusely illustrated 24-page book, 
just off the press, we have compiled facts on the 
most advanced methods of simplifying this im- 
portant management problem — positive, 
profitable inventory control at lowest cost for 
clerical upkeep and executive use. 


Today, more than ever before, it is imperative 
to anticipate trends in demand — to order more 
of those items on which volume is increasing — 
to reduce buying where demand is slackening. 
Today, you need much more than a record of 
stock-on-hand and on order. You need a real 
control over inventory — a control sensitive to 
the fluctuating requirements of every item —a 
control that will force attention and action to 
cut down loss-producing overstocks and pre- 
vent profit-killing understocks. 








MAIL COUPON TODAY 
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Yes— send FREE copy of your new 24-page | 

book, “How To Get Profits From Inventories.” | 
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Problems—f an-ned lato F lame 


Write Us YOUR Answer 


By A Fan Maker 





HEN does an exhaust fan 
cease to be an electrical item ? 

Many manufacturers have 

pondered that question in determining 
factory sales policy, particularly inso- 
far as the electrical wholesaler is con- 
Apparently 
wholesalers are 


cerned. most electrical 
with a 
similar problem, judging by the sales 


the 


confronted 
make to non-electrical dealers. 

When a man desires a suit he nearly 
always buy it from a clothing mer- 
chant. Furniture usually is purchased 
from a furniture store, drugs from a 
drug store, tools from a hardware 
store — but when he wants an exhaust 
fan he may get it from an electrical 
store, a sheet metal shop, a hardware 
store, a lumber yard, or even a drug 
store! 

The fan manufacturer blames the 
wholesaler —“‘just a bunch of order 
takers.’ The wholesaler blames the 
dealer — “‘wirepullers, not salesmen.” 
And the electrician, if he takes sufh- 
cient interest to blame anybody, curses 


the fellow who took the sale away 
from him. 

It is human nature to try to buy 
around rather than through the middle 
man. The builder may believe he is 
outsmarting the electrical dealer by 
buying from a lumber yard; the lum- 
ber yard tries to outsmart the whole- 
saler by dealing directly with a manu- 
facturer — although usually there is 
some distributor between the yard and 
the factory. As a result, everybody 
beeomes confused about capacity, qual- 
ity and price. 

When the builder wants a bathtub 
usually he gets it from his plumber- 
installed basis. He lets his 
painter furnish the paint. But when he 
buys a fan he frequently goes else- 
where than to his electrical contractor. 


on an 


Too often the builder looks down his 
nose at the electrician and says: ““Why, 
that chap’s just a mechanic, with much 
less buying power than I have. Why 
should I give him a profit on a fan?” 

Maybe the builder is not entirely to 





Wholesalers’ executives and salesmen alike will enjoy this sum- 
ming up of a number of trade problems that are popping up 
again, now that the war-time and post-war scramble for goods 


is over. 


In the belief that many readers will have ideas on the subjects 
discussed, ELECTRICAL WHOLESALING invites free expressions 
of opinion. All letters should be typed on business stationery. 
Names will be withheld if so requested. No letters will be re- 
turned. We reserve the right to reject any or all replies received. 
The EDITOR 
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blame. He has been buying hardware 
“direct” for a long time, for literally 
there is no jobbing of builders’ hard- 
ware in the usual sense of the word. 
builders’ 


any consequence buys as a jobber and 


Every hardware dealer of 
sells to the builder at the price a dealer 
normally would pay. It is natural for 
the builder to think in similar terms 
when electrical items other than rough 
wiring supplies are involved. 

A few months ago the Wall Street 
Journal published a series of red hot 
articles espousing builders’ complaints 
that they should buy direct 
from the manufacturer, if you please ; 


direct 


not merely from a wholesaler! Big 
builders, who may buy more fans for 
a single project than the local whole- 
saler will buy in a year for his regular 
trade, can present some strong argu- 
ments to support their stand. 

This immediately leads to the ques- 
tion, “ How big is big?” If the 1000-lot 
buyer is entitled to buy direct, how 
about the 500-lot boys—or the 100-lot 
builders—or the man who will order 
100 to be drawn out 10 at a time? 
This sort of thing reached its ultimate 
ridiculousness years ago when the man 
who wanted a single in-a-door bed was 
a sucker if he did not place an order 
for 100, even though one was all he 
ever expected to call for. 
that 
electrical wholesaling may be develop- 


There are some _ indications 
ing in a similar manner to the whole- 
saling of builders’ hardware. Most 
hardware wholesalers now have their 
“contract” departments. Sometimes 
they protect the dealer—if the dealer 
is a customer of theirs and sent the 
builder in. 

Years ago lots of good hardware 
houses fought valiantly to work 


through selected builders’ hardware 
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dealers. Eventually they succumbed to 
competition and had to say to the deal- 
er, “Sorry, we did not figure in a 
dealer profit on that job.”’ 

The electrical wholesalers have not 
progressed that far, but some of them 
appear to be well on the way. Scandal- 
ously short profits have been figured 
on some large sales during the last 
year by jobbers who wouldn't think 
ot offering fans at such low prices to 
their There 
some indications that we are headed 


contractor-dealers, are 
for a day when jobbers and large deal- 
ers will be on an equal footing, each 
with his exclusive brand, each selling 
direct to the builder. That's what has 
happened in hardware. 

When that time comes, the correct 
definition of a wholesaler will be: “A 
distributor 
the 
stocks, and sells to anyone who wants 


who buys in quantities 


from factory, warehouses local 


the merchandise.”’ Any dealer or agent 
with sufficient capital can qualify un- 
der that specification, particularly if 
the factory requires an order for only 
3 fans to earn the distributor’s dis- 
count — as was the case with one fan 
manufacturer before the war. 

Maybe the answer is a sliding scale 
of prices, based solely on quantity — 
and available to anyone who is willing 
to order in those amounts. Some fan 
manufacturers are beginning to think 
so. It’s a bit difficult at times to justify 
a higher price to a builder who will 
order several hundred fans than to a 
jobber who orders 50. The fear keeps 
cropping up manufacturers 
that, in sticking 100 percent to the 
electrical wholesalers, they are merely 


among 


fighting a delaying action against an 


inevitable change in sales policy. 
It is a sad state of affairs, but it is 
not hopeless. What the wholesalers 


need to do is, to climb out of the rut 
of “what-do-you-want-today” selling 
and augment their regular sales force 
with some up-and-coming, wide awake 
specialty boys who concentrate on def- 
inite lines and really do a job with 
them. That’s all the “peddler’’ does 
when he goes to town concentrating 
on a product which the jobber thinks 
ought to be confined to his bailiwick. 

Few fan manufacturers have tried 
to solve the problem by “franchising” 
a limited number of wholesalers—and 
then promptly sending “leads” from 
non-electrical dealers and builders to 
those jobbers! Other fan manutactur- 
ers, finding little or no support from 
the electrical wholesaler, sell at fac- 
tory prices to building supply, hard- 
ware and lumber dealers, and even to 
factory agents who will peddle to any- 
body at any price. 

As Andy would say, “It’s a mess.”’ 





The Electrical Industry makes and Sells 
300,000 Different Products 
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and Collection function, adequate stocks in marketing centers, 
coordinating needs of specifiers, promoting products, market 
development—new product promotion, reporting 
quirements, and appliance promotion by specialty selling. To 
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My Customers: Local stocks for quick delivery, investment 
risks, supplying information and data, engineering and special 
assistance regarding products, proving imaintencnce products, 
aid in specialty selling, training retail sales personnel, and 
assistance regarding appliance servicing. 
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TO SUCCEED in selling, the salesman must be a specialist — not just in one subject but in a dozen or more, making his problems 
many and his responsibility great. 


‘Poday—More Than Ever Before: 
Selling I; Our Business 





N defining the problems of electri- 

cal distribution I think we will 

have to look very closely at the 
responsibility of distribution—in other 
words, distribution’s reason for exist- 
ence, or, if you prefer, distribution’s 
job. 

I believe that our job as electrical 
distributors can be easily stated. Our 
job, in fact our entire business, is se//- 
ing. Yes, selling is our business—and 
our business, as part of a distributive 
selling team, can mean the salvation 
for our economy of your country and 
mine. That is a very broad statement, 





By Chas. G. Pyle, 


Managing Director, 


National Electrical Wholesalers Association* 


but it is nothing less than the truth. 

When I say that selling is the busi- 
ness of distribution, I mean that it is 
the business of a// factors engaged in 
distribution in all industries. 

For us, the electrical distributors, 
the responsibility, and, therefore, the 
problems are greater than for any 
other. They are greater because we 
are the key men in the key industry 
of our present day economy. The fact 
is that electrical energy and scores of 
thousands of electrical products have 
combined to create the high standards 
of living and working we now enjoy. 
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1 don’t have to draw that picture 
for you because we are all electrical 
men and we know what has been ac- 
complished. The trouble is that we are 
so busy we seldom stop, even at an 
industry committee meeting, to try to 
visualize in our own minds what our 
industry has accomplished in less than 
one lifetime. We never actually see 
the forest for the catalog numbers. 
Perhaps for that reason we are not 
aware of our present responsibility 
and, by the same token, of our great 
strength to fulfill it. 

There is a famous minister in New 


~] 


vl 





York who each Sunday requests his 
congregation to join in a brief silent 
period—a moment or two when men 
and women can draw strength from 
prayer and untroubled thought. 

| suggest that we, too, could gain 
trom an occa- 


renewed inspiration 


sional moment or two of reflection 


about things electrical. Because we 
make, distribute and sell some 300,000 
ditierent electrical products no one 
mind could visualize the full electrical 
story. That would be like trying to 
count the stars jn the Milky Way. 
What we anight reflect on is the 
literally 


and ours 


way electrical energy has 


transtormed your nation 


how it has built a new life because 
it is essential to homes, farms, factories, 
buildings, ships, railroads. The list is 
almost endless. | think the best clue 
to an understanding of the unending 
achievements of our electrical industry 
can be found in the patterns of elec 
trical use. 

‘Take any market and think back te 
the pattern of electrical use as it was 
only twenty-five years ago. 

In the home that pattern was mea- 
ger and skimpy. It was made up of 
a tew small lamps and, in some in- 
stances, an electric iron. And that pat- 
tern of electrical use in the home was 
draped over a shoe-string wiring job. 
The inspiration can be found through 


- 


al Ne 





THE SPEAKER'S TABLE at the banquet of the Canadian 
Association, King Edward Hotel, To- 
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comparing that pattern with today’s. 
Consider any electrical market. The 
same thing is equally true in any of 
them. 

Yes—the responsibility of electrical 
distribution is great. We have achieved 
much in a short time, but we have ac- 
tually only just begun to sell the elec- 
trical idea in terms of our market 
potentials. 

The problems of distribution are 
many. They are tough problems but 
they can be faced squarely and solved. 
Some of them are so difficult we have 
witnessed slide 


many attempts to 


around them—but that does not work. 
The only solution to an important 


problem is to analyze it carefully, un- 


derstand it and then work at it di- 
rectly. 
Fundamentally, your problem and 


ours in the States is to do a much 
better job than we ever have before. 
That calls for something brand new. 
Frankly, I don’t think that tuning up 
the old selling engine that has been 
standing by unused for the most part 
will do the trick. We 


need a new selling machine with a// 


since the wat 


parts in it engineered to work as a 
cooperating, interdependent team with 
all the others. We need new under- 
standing of salesmanship and a new 
and better selling technique. 

A moment ago I said that the prob- 








lems of distribution are many. The 
electrical distributor is a very impor- 
tant man in my judgment. I repeat 
this point because we must all realize 
that the importance of our work in- 
evitably means greater responsibility 
more difficult 


and problems to be 


solved. 
Your 


stantly plan ahead in order to develop 


Association and ours con- 
constructive services for our members 

services that deal with the problems 
of distribution and have long-range 
benefits if and when they are based 
on careful analysis and competent ex- 
ecution. 

The objective of the electrical ap- 
pliance distributor is obviously to boost 
sales. To succeed he must be a special- 
ist. | am speaking now of the sales- 
man. Distributor management has the 
same objective and—to achieve it, dis- 
tributor management also must spe- 
cialize. 

What do you have to know to be a 
specialist ? What skills must you have? 
The answer is—plenty! 

The interesting thing about special- 
izing in the promotion and sale of 
electrical appliances is that this kind 
of electrical specialization demands 
that the salesman be a specialist in not 
doze nm or 


one subject but a more. 


Right here we have positive evidence 


that our problems are many because 
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our responsibility is very great. A doc- 
tor specializes. He may be a liver man 
or a stomach man or a sinus man. The 
term specialist in almost every field 
except that of electrical distribution 
means a narrowing down, a concentra- 
tion on one subject. 

I will try to develop that idea in a 
minute or two. Meanwhile, to lead 
up to it, I want to discuss briefly the 
challenge and the opportunity now 
facing distributor management in plan- 
ning ahead to win the coming battle 
for distribution. 

For several years I have been ana- 
lyzing that problem in terms of a four- 
point program to recruit more men, 
select them more scientifically, give 
them basic sales training and, lastly, 
indoctrinate them. The last phase of 
this program—enthusing everyone who 
works with you to do a better job— 
has always been the most difficult. You 
know and I know that it has been 
glossed over or side-stepped completely. 

Today — and especially in view of 
world conditions — indoctrination is 
our first, not our last, job, It is a 
continuing job. lf we know that our 
business is selling we must also admit 
that selling begins at home—selling in 
terms of improved employee relations 
and public relations. 

There is seldom anything wrong 
with a well organized business if you 
view the operation as a composite 
structure of business techniques and 
procedures. Business methods have 
been perfected over the years to the 
point where they work if people work. 
Similarly, for example, there is noth- 
ing wrong with a well-built freighter. 
Conrad once described the very core 
of this problem in just one sentence 
when he wrote, “It isn’t the ships; it’s 
the men in them.” 

Ever since the war we have been 
concerned with production — and for 
good enough reasons. Through strikes 
and the resultant shortages, we have 
had many a shocking proof of our 
When coal 
mines shut down, the steel mills fol- 
low. That, in turn, stops the building 
of coal-carrying cars so that, in a very 


interdependence in reverse. 


short and vicious circle, we find our- 
selves back at the coal mines again. 
It’s actually that 
serious. 


that simple and 


However, while we have been over- 
coming shortages or tangible products 
quite well, there is one essential com- 
medity that is almost in no supply at 
all. 1 mean mora/e. Or we can call it 


enthus:asm, conviction, determination, 
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faith. It is the positive approach of 
energy as contrasted with a widespread 
negative approach of lack of interest. 

The present lack of morale is a na- 
tural let-down after the strain of war 
years. Mentally and emotionally we 
are tired. Our worries, aggravated by 
the possibility of another atomic war, 
increase our feeling of tiredness. We 
would all probably like to take a com- 
fortable “breaker” but the truth is 
that, having recently finished a sort 
to get up off the ground and start 
of marathon race, we have now got 
sprinting. 

Why sprint? There isn't any other 
way to reach our goal of preserving 
our way of economic life in the time 
we have left. 

I hope that you will pardon this ap- 
parent digression but I wanted to state 
the urgency of the need for employee 
and public relations as I see it. 

This is what I think we electrical 
distributors must do—and do NOW. 

First—sell our people on the bene- 
fits, to them, of our free economy. 

Second—keep them sold. You can't 
make one sale of an intangible some- 
thing called enthusiasm and expect it 
to last forever. 

Third—sell the electrical idea. Sell 
the greatness and importance of our 
industry and especially the fact that 
the sale of one electrical product leads 
directly to the sale of other electrical 
products. 

Fourth—sell all our people the idea 
that their jobs are important, that the 
are all interdependent members of the 
electrical industry’s selling team even 
if they are bookkeepers, telephone op- 
erators, secretaries or truck drivers. 

Fifth—sell them the importance of 
their company as a key factor in the 
industry, as a company that simulta- 
neously provides basic services both 
to its suppliers and its customers. 

To do this job scientifically would 
require that we in distributor man- 
agement be a combination of psychol- 
ogist and advertising expert, of preach- 
er and public relations counsellor. But, 
since we don’t have those special apti- 
tudes and, frankly, we can’t even hope 
to acquire them, we can do that most 
difficult job of all effectively only on 
the basis of our practical knowledge 
of our line of business, and in that on 
important qua'ification is our under- 
standing of salesmanship. 

Sellinz is our | usiness—so, first and 
foremost, let’s sell ourselves and our 
business and our electrical industry to 


everyone who work; with us. Morale, 





like laughter, is contagious. If you 
would build morale always remember 
to have plenty of your own and be*a 
good fellow. In time you will have 
many imitators, and imitation in this 
case is the sincerest form of follow- 
through. 

In your great Country and ours this 
battle for distributien is very much 
our personal battle because we eiec- 
trical distributors are the selling shock 
troops who must steadily pertorm a 
double duty. We carry through tor our 
suppliers and strengthen the work ot 
our customers. Let’s always remember 
that this fight to build our economic 
road toward enduring prosperity will 
be won with people, or lost with peo- 
pie. We are not selling the products of 
Men 


and women make what we sell. They, 


a machine to another machine. 


too, are consumers of electrical prod- 
ucts. 

A little understanding of ourselves 
will go a long way in solving all ques- 
tions of employee relations and public 
relations. We almost always fear what 
we do not know or understand—and 
fear is crippling. Fear contracts. Faith 
and courage will expand our efforts. 

If we win the battle for distribu- 
tion—and I sincerely believe we can 
do it because we must do it—the vic- 
tory might be described in this para- 
phrase of ‘Winston Churchill's great 
war words: 

Never before has a more deserving 
way of life owed so much to so many 
who, through courage and interde- 
pendent action as free men and wome nN, 
gave it their best efforts. 

Let's be quite frank about our pres- 
ent situation. Our way of life is today 
face to face with its ugliest challenge 

the challenge of Communist slavery. 

The way to end that threat once 
and for all is to throw our economic 
way of life into high gear and make 
it work and prove itself as we have 
never done before. The one sure cure 
for Communistic screaming and accu- 
sations of capitalistic “failure” is to 
reach a new high in national pros- 
perity and then keep it going. It takes 
selling of all kinds by all industries 

that the 
must certainly be 


and businesses. In process 
electrical industry 


out in front. 





*Excerpts from an address delivered before 
the convention of the Canadian Electrical 
Distributors Toronto, April 
21, 1948. 


Association, 























INSERTING spun elass-insulated coils in the stator of a 20,000-KVA water wheel generator at Westinghouse Elec., E. Pitts. 





‘Telling Them Aut About These 
Means Selling Them More 





By Roy J. Black* 


VERY electrical wholesaler’s 
salesman knows that his sales 
volume depends largely upon 
his ability to help his customers solve 
their production problems by provid- 
ing them with the materials they need 
to meet and anticipate their customers’ 
requirements, and to do this at the 
lowest possible cost. 

Keeping himself posted on develop 
ments in his field can contribute greatly 


to his ability to be of real assistance 





*Roy J. Black, Manager, Electrical Divi 


ston, Owens-Corning Fiberglas Corporation 
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along these lines, and to the extent 
that he is able to offer such assistance, 
his own volume of orders will grow. 

Developments in the use of spun 
glass textiles for the insulation of elec- 
trical equipment are a case in point. 
World War II saw the start of a 
tremendous increase in electrical appli- 
cations of these textiles, for, properly 
impregnated with a varnish or resin, 
they provided the answers to numerous 
design and application problems that 
contronted the electrical industry in 
supplying the armed forces and thou- 
sands of plants manufacturing the 
iunplements of war. 
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Since the end of the war, this trend 
has continued, due in major part to 
the performance of the Fiberglas ma- 
terials. These materials have always 
been economical to use when over-all 
costs and corollary savings are consid- 
ered, but now they are enjoying, in 
increasing measure, the opportunity to 
compete on the basis of the perform- 
ance they provide, without the handi- 
cap of too great a disparity in origina! 
costs. 

Non-metallic-sheathed building ca- 
ble provides a good example. While 
the price of organic materials employed 
for insulating the cable has risen, the 
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REWINDING turbo generator rotor at National Elec. Coil Co.,Col., O. where spun glass tape is used on the end turns of the coil. 


Spun Glass Lnsulating Materials 
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use of glass yarns available for this 
application makes possible certain sav- 
ings in manufacturing costs. As a 
result, many manufacturers are now 
supplying the cable with a_ braided 
glass jacket. 


The 


textiles are high 


basic characteristics of spun 
glass temperature 
resistance and non-combustibility, high 
tensile strength, low build-up and high 
coverage, moisture resistance, acid and 
oil resistance, high thermal conductiv- 
ity, dimensional stability, good electri- 
cal properties when properly impreg 
nated, good abrasion resistance when 
properly impregnated. 


Today, designers and manufacturers 
of electrical equipment are utilizing 
these basic characteristics of spun glass 
textiles on a steadily increasing scale to 
provide the user with: 

1. Increased output for the same size 
unit, 


2. Reduced size and weight for the 
same output. 


3. Longer life for severe operating 
conditions. 
4. A greater factor of safety for pro- 


tection against emergencies. 


Ihe narrowing of the gap between 
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the original cost of spun glass tex- 
tiles and other textiles used for 
electrical insulation has completely 
changed the former situation. Non- 
metallic-sheathed building cable is 
only one of numerous applications in 
which spun glass materials can be used 
at a cost, competitive with organic 
materials. 

Magnet wire is the basic component 
of most electrical equipment, and over 
a period of years manufacturers have 
produced Fiberglas-insulated magnet 
wire in all sizes from heavy to fine. 
Work now being done on magnet wire, 
using the 150’s series of glass yarns, 
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with 


coil 
vlass-insulated rectangular magnet wire at 
the Standard Transformer Co., Warren, O. 


WINDING transformer Spun 


includes replacement of finer-fibered 
glass yarn on glass covered wire, and 
replacement of the under organic yarn 
serve on double, organic-yarn-covered 
wire. The use of the heavier spun glass 
yarn is possible because the very low 
inch of yarn) 


twist (one 


permits the yarn to spread well on the 


turn per 


wire and to give good coverage with 
essentially the same build-up as with 
the finer-fibered glass varns. 

The result is a substantial saving 
in the material cost on the glass-cov- 
ered wire. Replacement of the under, 
organic yarn serve makes possible a 
lower-cost covering, again due to the 
spreading characteristics of Fiberglas 
150’s yarn. In addition, it is expected 
that the composite-covered wire will 
have somewhat thinner build-up, and 
that the spun glass inner covering will 
factor. No 
varnish is applied to the wire because 


provide an extra safety 


the outer organic yarn serving provides 


the required abrasion resistance. 
Other Spun Glass Applications 


The first application of spun glass 
varn as a binder yarn for rubber-cov- 
ered wire of wrapped or served con- 
struction was made in 1946, As is the 
case with building cable, it has since 
been adopted as standard by many 
manufacturers. The glass yarn is par- 
ticulariy well adapted to this use as it 
offers an extremely low cost per unit 
length of varn per pound of tensile 
strength, and provides a more durable 
glass marker 


— 


binding yarn. Dyed spun 
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yarn is also now a standard compo- 
nent of many wires and cables. High 
strength, low cost, small size and re- 
sistance to heat and moisture have all 
played a part in this development. 

Use of spun glass cord as the tension 
member in flexible cords is standard 
with a number of manufacturers for 
such products as miner’s lamp cord and 
geophysical cable. 

A cloth woven of spun glass yarns, 
nearly comparable in price to cotton 
sheeting, has recently been introduced 
to varnished cloth manufacturers. In- 
itial that 
spun glass cloth can now be produced 


runs indicate a varnished 
at a cost approaching that of varnished 
cambric. For years the electrical in- 
dustry has been aware of the advan- 
tages to be gained by an inorganic-base 
varnished cloth, but the cost differen- 
tial has been an obstacle. The changed 
economics of the situation may now 
lead to use of the spun glass-base ma- 
terial on many types of cable. 

During the war, a considerable 
amount of radio hook-up wire was 
manufactured with a spun glass yarn 
braided over the primary insulation 
and lacquered. The yarn contributed 
rot and flame resistance to the wire, 
but at higher cost as compared with 
use of other materials. The relative 
cost situation has now been reversed, 
and manutacturers are again evaluat- 
ing spun glass yarn for this application. 

These are only a few of the stand- 
ard and now-being-developed forms 
and uses of Fiberglas electrical insula- 
tion materials, but they are sufficient 
to indicate the versatility of the ma- 
terials and the changed economics of 
their use. 

The machine tool industry is one 
that is now taking full advantage of 
the plus values these materials provide. 
The Warner and Swasey Company, 
for instance, has developed a line of 
electro-cycle turret lathes with spun 
glass-insulated drive motors of special 
design, having radial vent slots in the 
rotor and stator, and a hollow rotor 
carried on a magnesium spider to dis- 
sipate heat. 

The turret lathes are designed for 
The 


success of the lathes depends upon the 


machining non-ferrous metals, 
greatest possible reversal capacity of 


the motors which must stand up 
against sudden thermal shocks, wide 
variations in winding temperatures, 
and presence of metal chips. Under 
certain conditions, use of spun glass 
insulation has effected a gain in ma- 


chine performance as great as could 





have been achieved by auxiliary cool- 
ing of the motor at approximately 
three times the cost. 

Where conditions permit, use of 
spun glass insulation makes possible an 
approximately 40 percent increase in 
motor reversal capacity. Even where 
winding space in the motor is very 
limited, spun glass insulation will usu- 
ally give a motor reversal capacity gain 
of approximately 25 percent. \lore 


‘than 150 of the turret lathes are now 


been no 


in operation and there have 
motor failures caused by failure of the 
insulation. 

Coal mining is a field in which spun 
glass electrical insulation materials 
have been used for many years. In one 
coal mine, the motors of locomotives 
handling the coal cars have been glass- 
insulated since they were purchased in 
August, 1936. Each locomotive regu- 
larly pulls from 100 to 125 loaded cars 
on each trip out of the mine. The cars 
have a gross weight of 9 to 10 tons. 
The. locomotives are constantly over- 
loaded because of stepped-up produc- 
tion and improved handling equipment. 
Up to July, 1947, there had not been 
a single locomotive breakdown caused 
by insulation failure. 

Many repair and rewind shop oper- 
ators, and many industrial users of 
electrical equipment, are familiar with 
the ability of spun glass insulation to 
reduce equipment failures under severe 
operating conditions such as excessive 
moisture, exposure to corrosive \ apors, 
and overheating caused by over-loads 
or high ambient heat. Of interest in 
this 
record of the 16-hp, 725 rpm motor 


connection is the maintenance 
with series field windings that drives 
the charger of a furnace which oper- 
ates at a temperature of about 2400 
degrees, F. 

The motor is exposed to radiated 
from the 
intermittent, and the 


heat furnace door. 


Operation is 


open 


motor is often overloaded. Originally, 
the motor was insulated with organic 
insulation, and this organic insulation 
on the series field burned out twice a 
week, 

To reduce down-time to a mini- 
mum, the manufacturer had to main- 
tain stand-by equipment. In addition 
to lost production, he had to pay for 
the skilled labor required to change the 
coils and get the equipment back in 
production. In 1945, the manufacture 
changed to Fiberglas insulation. The 
motor was operating in July, 1947, 
with a record of no failures since the 
change. 
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“Know-How Builds Bigger Sales 
To Old and New Contractors 


The wholesaler’s salesman can be most helpful in guiding the electrical contractor 


to avoid pitfalls resulting from inadequate knowledge of contracts for work to be 








performed — in so doing he assures protection of his own interest 


PART V 





By Leo E. Mayer 


Y DEFINITION, the contrac- 
tor, electrical or otherwise, is 
one who by agreement performs 

certain stipulated work for his client. 

There are too few new contractors 
who are prepared by study and exper- 
ience to draw up formal contracts or 
interpret contracts drawn by archi- 


tects, engineers, general contractors, 





or owners, with whom they are to do 
business. 

The wholesaler’s salesman, in his 
role of advisor to the newcomer in 
contracting, must impress upon him, 
first of all, the vital necessity of put- 
ting everything in writing, and sec- 
ondly, to read thoroughly and compre- 
hend punctuation 
point of every written agreement. 

It is the only way that the person 


every word and 


who wants work done, and the person 
who is going to do the work can be 


certain that they understand each other 
before the job is started, and it is the 
only way to prevent misunderstand- 
ings during the progress of the work, 
or after the job has been completed. 

Putting everything in writing pre- 
supposes that the contractor knows his 
business sufficiently well to anticipate 
all the terms, provisions, and condi- 
tions under which he intends to oper- 
ate. In when architects, 
engineers, general contractors or own- 
ers draw up their contracts, they are 


instances 





IN MANY cases contracting involves extras; these “extras” mean more work and more 
money but must be figured and officially authorized. Westinghouse photo. 
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BY CAREFULLY analyzing each sub- 
ject nothing is omitted or overlooked. 


$1 








expected to know every procedure to 
protect themselves and/or their client. 

There are logical steps to follow in 
drawing up a contract; never neglect 
to analyze the subjects and break each 
subject into sections to be certain noth- 
ing pertinent has been overlooked or 
omitted or not stated in the clearest 
ot phrases: 

1. Show the full name and complete 
address of the persons entering into a 
contract. Initials are not sufficient, as 
there may be many people with the 
same initials. 

(a) The person for whom the con- 
tractor is doing business is referred to 
in the contract as the party of the first 
part. 

(b) The electrical contractor be- 
comes the party of the second part. 

2. To make a contract binding, the 
amount the contractor will receive for 
doing a job must be stipulated. 

3. The contract should indicate the 
location of the building or other types 
of construction by building numbers o1 
street location. It is not necessary to 
give complete legal description of the 
lot on which the projects stand. 

4. When 


have been prepared, it is recommended 


plans and_ specifications 
that the date of the specifications and 
dates and the identification numbers of 
plans or blueprints be included in the 
contract form so that any question as 
to what plans and specifications were 
intended for the project will be 
avoided. 

Ina great number of instances, it has 
been found that when the final plans 
were submitted, there were deviations 
from the original set which was used 
when submitting the contract price; 
only by maintaining a complete record 
of the original set of plans could the 
changes be substantiated. 

5. To state terms of payment in the 
contract is very important, because if 
the contract does not specify the terms 
and method of payment, the contractor 
may be compelled to wait for payment 
until the job has been completed and 
accepted. 

A long established practice has been 
followed by architects, engineers, gen- 
eral contractors or owners, in allowing 
payments for work in progress. This 
practice has been accepted by all sub- 
trades for many years and is best illus 
trated by the following example: 

Let us assume that the contract is 
for $10,000.00 and the contractor has 
installed materials with labor amount- 
ing to $1,000.00, For the first thirty 
days of the project, he would then 
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make application for 85 percent of this 
sum which would be $850.00; the 
balance is carried over until the com- 
pletion of his contract. The next thirty 
days his installed material and labor 
may amount to $2,000.00, His draw 
then $1,700.00, leaving 
$300.00 to be added to the previous 
$150.00 or $450.00 held back cover- 
ing his first sixty days of the contract. 
This process would follow in a like 
manner each thirty days until the con- 
tract is completed. 

After the completion of all work, 
the balance of 15 percent, which had 
been held back, would become payable 
after the work was inspected and ap- 
proved by the local inspection depart- 


would be 


ment, and the owner, architect, engi- 
general contractor, as the 
be, were satisfied that the 
provisions of the contract had been 
fulfilled and that all labor and ma- 
terials had been paid for by the elec- 
trical contractor. 


neers or 


Case May 


To certify that all such payments 
have been made, the contractor is ex- 
pected to present a sworn statement 
(contractor's affidavit) together with 
a final waiver of lieu. In some cases, 
when partial payments are made, the 
contractor is required to present par- 
tial payment. 
Standard contractor affidavit and 


waivers to cover each 


waiver of lieu forms are available in 
most stationery stores. The short forms 
are the ones generally used. After all 
papers have been accepted and ap- 
proved, the final payment is then due 
to be made. 


“Extras” Mean More Money 


Contracting would not be so in- 
volved if it were not for extra work 
in addition to the original contract, but 
this is usually inevitable. The contrac- 
tor should always bear in mind, how- 
ever, that these “extras” 
work and more money. 


mean more 


Great care is necessary where there 
is extra work to see that all the paper 
work is being followed for material 
used and labor expended. Be sure that 
each extra order is well written so that 
when they are approved, all questions 
as to the amounts will be understood. 
In dealing with work that is in addi- 
tion to the contract, or changes that in- 
volve additional charges, the contrac- 
tor must be certain that the amounts 
are approved and the official orders to 
perform the work are issued on official 
order blanks or in a letter written by 
the persons awarding the contract, 
stipulating the extra work to be done. 












If there are plans and specifications 
to cover the changes, the record of 
these should be completely covered in 
the orders as they are written, When 
the price of each extra order is stipu- 
lated, the sum of each order becomes 
a part of the contract and increases 
the amount in total each such 
addition. All orders should be signed 
by the person having authority to rep- 
resent the owner or others with whom 


tor 


the contractor enters into a contract, 
and the title of each person signing 
orders should appear on each order. 
It should be remembered that when 
there is a contract covering work to be 
performed, all extra orders become a 
part of the contract regardless of the 
fact that they are on a time and ma- 
terial or contract basis. When making 
application for payments, the extras 
should be included in the draws after 
each one is completed, or by agreement 
that partial payments will be made if 
the extras cover a large sum and can- 
not be completed within each thirty 
day period. 
the extra amounts on 
each application for payment brings 


To record 


the sums for extras to the attention of 
those making payments and avoids any 
question of the right to charge for 
extras after the job is completed. This 
is an added protection to the contrac- 
tor as well as to the ones entering into 
a contract. 

The new contractor may argue that 
with official orders there can be no 
further question about the authority 
to have the additional work performed. 
He may feel that if the orders look 
legal, they will have to be paid. In 
practice, this is not always the case 
which is best illustrated by a job which 
entered into conflict due to extra work. 

This work was let on a contract 
with all forms properly signed. When 
the work got under way, the owner’s 
representative on the job found that 
there was additional work required so 
he issued extra orders to cover certain 
work not included in the contract. 

At that time, the contractor did not 
question his authority to sign such 
orders because he was on the job all the 
time that the work was in progress. 
All extra orders were allowed to ac- 
cumulate until the job was completed 
and no application for payment on any 
part of these extra orders was made 
as the work progressed. If there were 
going to be any questions about the 
orders, they did not come up until the 
work was all completed and ready to 
turn over to the owner. 
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THE WHOLESALER’S salesman must assist the new electrical contractor in correctly 


The job, having been completed, the 
invoice was issued covering the con- 
tract and additional invoices covering 
each extra order. When the owner 
received the complete statement and 
bills for his job, he advised the con- 
tractor to omit all reference to addi- 
tional sums in excess of the contract 
price so that when the architect issued 
his final certificate for the contract 
amount, that amount only would be 
paid promptly. 

As soon as the electrical contractor 
questioned the owner as to his refusal 
to pay for extras, the owner replied 
that he did not order any extra work 
and would not pay for anything for 
which he did not official 
order. He said that he did not question 


issue an 


any orders signed by his manager, but 
he did not give his manager the au- 
thority to issue orders and would not 
pay for them. The outcome was that 
the electrical contractor sued for the 
amount covering extra orders, which 
amounted to $1,200.00, and took a 
lien on the building because of non- 
payment. 


Taken To Court 


the lower 


The case came up in 
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courts. In order for the electrical con- 
tractor to present his case, it was nec- 
essary to show proof of agency. This 
was done by the foreman testifying 
in court that the owner and his man- 
ager made an inspection with the fore- 
man few days and that the 
owner did not object to the extras as 


every 


they were being installed. His act, 
therefore, gave oral proof of the right 
of his manager to sign orders in his 
behalf. The court awarded judgment 
in behalf of the contractor, but the 
owner was not satisfied with the deci- 
sion and took an appeal to a higher 
court. In order for him to appeal, he 
was obliged to put up a bond twice the 
sum of the judgment. 

After five years, the case came up 
for review in the Appellate Court. At 
the conclusion of the trial, the court 
afirmed the decision of the lower court 
and judgment was paid with interest 
at 6 percent from the date of the orig- 
inal lawsuit. 
the fact that the 
amount was paid with interest, the 


Regardless of 


expense involved was considerable and 
resulted in a loss to the contractor. 
A contractor with experience would 
recognize the possibility of a situation 








drawing up and interpreting contracts 


of this kind and could have saved him- 
self time and money by finding out if 
the owner was acquainted with the 
Request for payment 
applying on account of the contract 


extra orders. 


extras would have 


brought the matter to the immediate 


covering these 


attention of the owner. 
Other Contract Work 


There are other kinds of contract 
work, such as, time and material, job 
covering cost of labor, material and 
expense plus a percentage for over- 
head and profit. There is also work 
let on a flat fee basis. In some cases, 
the owner pays the material bills and 
the contractor advances the sums for 
labor and expense, and the fee covers 
his compensation. 

Regardless of the manner in which 
the work is let as soon as there is a 
consideration for doing the work, it 
becomes a contract either verbal or 
written. 

Be sure to advise your contractor so 
that he may not become a victim of a 
lot of invoices but no money, for with 
a correctly drawn-up contract to pro- 
tect him, there is no reason for slow 
pay. 





ell Paging Systems —A Solution 





or Store, Office, Shop Calls 


A serious noise and confusion problem in this large New York 


department store was eliminated when a wholesaler supplied a 


new electronic paging system for doing quiet, dignified paging 





UR furniture department used 
to be a bedlam,” said F. E. 
Lyford of the management 

staff of John Wanamaker’s, mammoth 

New York City department store, in 

describing how a newly installed elec- 

tronic paging system, manufactured by 
the Stanley and Patterson Division of 

Faraday Electric Corporation and ob- 

tained from Gaffney Kroese, electrical 

wholesaler at 25 Broadway, New 

York City, solved the store’s problem. 


The Problem 


Furniture salesmen at John Wana- 
maker's receive many phone calls daily 
from customers who are “thinking it 
over,” desiring additional information 
or wanting to match a piece purchased 
earlier. Also, many customers arrive 
in the furniture department and re- 
quest a certain salesman by name—one 
who has pleased them in the past or 
one recommended by friends. Prior to 
installing the paging system, all such 
requests were taken by the floor sec- 
retary who called out the salesman’s 
The call 
passed by voice up and down the floor. 
The furniture department at Wana- 


name, was taken up and 


maker’s is laid out on two floors, the 
sixth and seventh, and attended by 
some forty salesmen. The salesmen sell 
furniture on both floors, depending 
on the wishes of the customer. Thus, 
many sales may start on the seventh 
Hoor and end up with the salesman 
showing pieces on the sixth floor. “We 
were yelling all over the place when a 
phone call came in for a salesman, 
until we installed this arrangement,” 
said Arthur Gerhardt, furniture divi- 
sion manager. “Now we not only lo- 
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CODE NUMBERS flashed by means of an electronic paging system locate 
salesmen quickly and quietly in the furniture department. 


cate the salesman more quickly, but 
without any noise or fanfare.”’ 


The Solution 


The Audio-Sequence Visual Paging 


System or “Silent summoner” is oper 
ated by the floor secretary. When a 








call comes in for a certain salesman, 
the secretary presses the particular 
salesman’s code number on three rows 
of keys lined up vertically on a special 
keyboard alongside her desk. Once the 
buttons are depressed a signal on the 
system’s annunciator rings a soft mel- 
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low bell twice to notify all salesmen 
that a number is being flashed. At the 
same time the code number, electri- 
cally controlled from a panel that is 
concealed, is flashed on the annuncia- 
tor. 

Ten annunciators, five on the 6th 
floor and five on the 7th, placed at 
strategic places were found to give 
adequate coverage at Wanamaker’s. 
The ten annunciators make it possible 
to locate any salesman wherever he 
may be in the furniture department 
at the time of a phone call or message. 
The code numbers flash on and off 
until the salesman notifies the floor 
secretary that he is ready to receive 
the call. 

Another row of keys on the switch- 
board provide an audible signal bell 
to be sounded concurrently with the 
Hashing signal. If a salesman doesn’t 
notice his call signal being flashed or 
in the event of an emergency, the floor 
secretary can cause the bell to operate 
for a short period as a gentle reminder. 


How It Works 


Six salesmen may be paged at the 
same time at Wanamaker’s, the code 
numbers flashing in sequence. As soon 
as one salesman answers his call, the 
Hoor secretary resets the board to elim- 
inate the answered call ; the others con- 
tinue to flash without interruption, 
blank spaces or unused intervals. 

The annunciators contain ten digits, 
one, two, three, tour, five, SIX, seven, 
eight, six and seven. The first eight 
figures are used for setting up the code 
numbers. The last two, six and seven, 
refer to the floors, and are used to 
designate where the call is waiting. 
Since salesmen at Wanamaker’s often 
show customers furniture on one floor 
and move with them to the other floor 
to look at additional pieces, he might 
be on either floor. The paging system 
can locate him in either place and the 
call may be transferred easily to the 
Hoor where he is at the moment. 

Each salesman is assigned a three- 
digit code number made up of a com- 
bination of numbers from one to eight. 
When the number is flashed it appears 
simultaneously on all annunciators. A 
maximum of 92 calls are possible using 
these three digit combinations. In lo- 
cations where all ten digits can be 
used in making up code numbers, a 
maximum of 175 may be 
paged with the Faraday system. 


salesmen 


When the floor secretary presses a 
salesman’s signal, such as 3 5 7, the 





FLOOR SECRETARY operates the paging system. When call comes in for a sales- 
man, the secretary flashes his code number on the keyboard by her desk. 





SECRETARY clears call when salesman answers. When more than one call is re- 
ceived the calls alternate continuously until one is answered. 


signal flashes repeatedly, and if an- 
other call such as 6 7 8 is put on the 
switchboard, the two calls will alter- 
nate continuously until one of them is 
answered. If a third call comes before 
either of the first two are answered, 
it can be placed on the switchboard 
and all three calls will then flash al- 
ternately, and so on up to six calls. 
Edward Weinrich, chief electrician 
at John Wanamaker’s pointed out that 
because of the high ceilings and age 
of the building 
1907 


ing, ete. 


it was built about 
breaking through the plaste: 
to run wires was impossible. 
The installation, therefore, was car- 
ried out with Wiremold and 25,000 
feet of No. 14 wire. 
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The reasons why the wholesaler’s 
salesman will find sales paging sys 
tems well worth his efforts are obvious: 

The store managers like the system 
because it eliminates the noise and con- 
fusion, especially during busy hours. 
The salesmen like it because the noise 
and calls annoyed them. The custom 
ers like it because the salesman isn't 
interrupted by someone shouting his 
name in the middle of a presentation. 

A complete paging system plus the 
necessary wire and supplies needed for 
installation offer a fine return for the 
salesman’s time and energy. 

So far only a few stores have pag- 
those few 


ing systems installed—and 


wouldn't be without them. 
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Small Orders Cost Money Unless 
ou Make ‘Them Hatch Bie Ones 





From an analysis by the National Industrial Conference Board 





HE purchaser, as well as the 

seller, stands to lose when goods 

are ordered in small shipments, 
says an analysis of industry’s small 
order problem which has just been 
released by the National Industrial 
Conference Board, Many of the more 
than one hundred companies cooper- 
ating in the survey reported that the 
fixed costs of receiving, 
checking, placing in stock, making pay- 
ment and doing the necessary book- 
keeping and clerical work, raise the 


ordering, 


cost to the buyer out of all proportion 
to the value of the goods and usually 
result in a loss for the vendor. 


Handling Costs Twice Gross Margin 


Just prior to the war, orders for less 
than five dollars constituted between 
35 percent and 53 percent of the total 
number of transactions handled by 
electrical wholesalers. It is estimated 
that this represented only 2 percent 
to 3 percent of the total sales volume 
and 3 percent to + percent of the total 
gross margin of these concerns. “The 
real significance of this situation,” the 
study states, “appears from the fact 
that the average size of orders under 
five dollars is actually around three 
dollars, upon which, at 25 percent, the 
gross margin is only 75 cents. Since 
the average expense per order is esti- 
mated to be three to four dollars, and 
at least a dollar and a half on small 
cash sale, the effect on profits of a large 
volume of such small orders is not 
hard to gauge.” 

Another illustration of the serious- 
ness of the problem is furnished by a 
manufacturer of a related line of in- 
dustrial and consumer products who 
reported that the firm had recently 
made an analysis of its two major lines. 
It was found that approximately 30 
percent of the number of orders re- 
ceived represented less than 3 percent 
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of the company’s dollar volume of 


sales. ‘Although this does not mean,” 
the survey notes, “that 30 percent of 
selling, warehousing, shipping, bill- 
ing, collection and other expenses were 
attributable to 3 percent of the com- 
pany’s sales, it does indicate that a 
disproportionate share most certainly 
was.” 
Types of Small Orders 

Aside from the war-born varieties, 
the survey lists six common types of 
small orders. These are the repair 
part, oversight or “‘fill-in’’ orders, or- 
ders resulting from disorganized buy- 
ing, “nature of the business’ small 
orders, drop shipments, and the small 
account, 

Small Order Costs 
Follow Geometric Progression 

One of the cooperating companies, 
a chemical concern, reported that the 
average increase in handling costs of 
small orders over carload shipments 
are: | container, 540 percent; 2 con- 
tainers, 270 percent ; + containers, 135 
percent; and 10 containers, 60 per- 
cent. It is significant that handling 
costs for small orders rise geometri- 
cally, not arithmetically, over carload 
quantities. 

Solutions to the Small Order Problem 

The survey outlines several solu- 
tions to the small order problem em- 
ployed by companies cooperating in 
the survey. These solutions include 
reducing costs of filling small orders, 
passing on part or all of the higher 
costs to the customer, encouraging in- 
creases in the size of orders, discour- 
aging small orders, or refusing en- 
tirely to accept orders below a certain 
specified: minimum. 


Why Companies Handle Small Orders 


Retention of customer good will is 
cited by the cooperating companies as 


the primary which 
them from either refusing to handle 
small orders or attempting to com- 
pensate themselves in full for the 
added cost in filling them. 

Among the manufacturers of equip- 
ment, both heavy and light, the ma- 
jority of small orders arise from cus- 
tomers needs for replacement parts. 
Although the fulfillment of these or- 
ders, even at a loss, is also the result 


reason prevents 


of a desire to retain the good will of 
customers, the need is far more urgent 
than in those cases where small orders 
are filled merely as an accommodation. 
In the latter case, the customer usually 
can have his needs satisfied elsewhere. 
In the case of replacement parts, it 
may be extremely difficult or impossi- 
ble for the customer to get proper 
parts elsewhere. 

The need for remaining competitive 
has limited many companies in their 
efforts to cure their small-order prob- 
lem. It is difficult, cooperating com- 
panies state, for a single company to 
institute and carry through a plan 
when the rest of the industry, or a 
substantial part of it, does not follow 
suit. 

The nature of the product is cited 
as another reason for handling small 
orders. In the drug field, one firm re- 
ported, “Many of our products have 
definite dates of expiration for use, 
particularly biologicals, such as vac- 
cines. As a result, distributors buy in 
small quantities so as to assure the 
physician using the product that it is 
of recent manufacture and, therefore, 
highly potent.” 

Some firms, on the other hand, con- 
sider small orders an asset which “in 
no small way contribute to the growth 
of the company.” Others, seeking 
distribution of nationally-advertised 
brands, accept small orders readily so 
as to assure complete store coverage. 
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Wholesalers and Utility Team Up 


For lntensified Rural Selling 


Wholesalers in Utah cooperate with utility in developing traveling tent show 


which sells farmers and their families on ‘Better Farming Electrically” 





LONG range plan for selling 
more electrical supplies and 
equipment to farmers is under- 

way throughout Utah through the 
cooperation of electrical wholesalers 
and their suppliers who are working 
with the Utah Power & Light Com- 
pany in sponsoring an elaborate trav- 














By Howard J. Emerson 


eling tent exhibit which tells the story 
of “Better Farming Electrically.” 
Using farm electrical equipment 
loaned by the wholesalers, the utility 
has equipped a 47 by 57 foot tent so 
that the visiting farmer, his family, 
and his employees, can get an up-to- 
date picture of everything that elec- 
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trical equipment can do to make farm 
operations more efficient and more eco- 
nomical, as well as all that electricity 
can do to make the farm home more 
pleasant. 

The interior of the tent exhibit is 
divided into six bays, one each for 
electrical dairying equipment, for the 
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Almost every piece of equipment is connected for demonstra- 
tion, and placards describe the uses and advantages of each item. 


LATEST electrical equipment for the farm and farm home is 
divided into six groups in this well-lighted, 47 by 57 foot tent. 


ma, 


od 
A 8 8 





equipment, Three little pigs were given to these youngsters, 
typical of the future farm customers for electrical equipment. 


IMPORTANT promotional angle for this exhibit has been the 
giving away of animals used in the demonstration of brooding 
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CLOSE-UP of one section, where labor and time saving elec- 
trical tools for the farm shop are featured, plus a story from the 
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VISITORS to the Utah farm equipment exhibit not only see the 
many pieces of equipment which local wholesalers have supplied, 


farm shop, for poultry raising, for 
animal husbandry, the farm home, etc. 
Practically every piece of equipment 
is connected and available for regular 
use or for demonstrations. 

For example, the electric pig brooder 
has a thriving litter of baby pigs, the 
chicken brooders have their quota of 
baby chicks. In cooperation with the 
+-H clubs and the Future Farmers of 
America, the pigs and chicks are 
awarded as prizes to youngsters by 
drawings, thus encouraging a big at- 
tendance by this large group of young 
people who will be the farm electrical 
market of the near future. 

Inside the well-lighted tent, visitors 
find large placards calling their atten- 
tion to “I Jairying the Electric Way”; 
“Electricity in Poultry Production” ; 
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“Electrifying the Farm Shop”; ‘The 
All-Electric Kitchen for the Farm 
Home’; “Electricity for Miscellan- 
eous Farm Chores” ; “Electricity Costs 
So Little and Does So Much” ; “‘Prop- 
er Wiring Means Efficient and De- 
“Buy 
Your 


pendable Electric Service’; 
Electrical Equipment From 
Local Dealer.” 

Placards attached to each piece of 
equipment identify its use. Miniature 


sets are used —a typical modern farm, 


with miniature dwelling and farm 
buildings, is equipped with service 


wires; miniature homes are used to 


demonstrate the right and wrong 
methods of wiring. 
Approximately 4,500 persons visited 


desirable 


qualities of up-to-date electrical farm- 


and were exposed to the 
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power company explaining the many advantages of making full 
use of electricity in farm operations and in the farm home. 





but they get the story of adequate wiring and its importance to 
the efficient and dependable use of the electrical equipment. 


ing and living during the first public 
showing of the display at Ferron, 
Utah, in connection with the South- 
eastern Junior Livestock Show. More 
than 13,000 more saw it next when 
it appeared at Richmond, Utah, at the 
Black and White Days celebration. 

Later it went to Kamas, Utah, for 
another livestock show, then to Pleas- 
ant Gsrove as a feature of the Straw- 
berry Day celebration. Following its 
major presentation as part of the Utah 
State Centennial Exposition in Salt 
Lake City, where thousands from all 
over the western United States were 
visitors, the tent show went back to 
the road with a schedule that is plan- 
ned to keep selling farmers on the 
advantages of farm electrical equip- 
ment until late in the fall. 














Certified Starters play an important role in 
fluorescent lighting. When your fixtures are equipped 
with Certified Starters, you are assured of 


these benefits—longer starter life, less ballast 










overheating and longer lamp life. You quickly 


notice the economy in maintenance costs. 





Here’s why Certified Starters are better: 





They’re made to rigid specifications set up by foremost 


lighting experts—then tested and checked by famous 





Electrical Testing Laboratories, Inc. 


You'll assure satisfaction, give customers a good 
start, when you specify Certified Starters— 
the ones bearing the famous shield ‘Certified ETL”. 


All Fleur-O-Lier fixtures use Certified Starters 


Hae aS ae ao em oe amen Address inquiries to any of the following manufacturers of ———————————— 


Certified Starters 


The Arrow-Hart and Hegeman Co., Harvey Hubbell, Inc., Bridgeport, Connecticut 
Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 

The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 

Chatham Electronics Corporation, Newark, N. J. The Lloyd Products Co., Providence, R. I. 

Dura Electric Lamp Co., Newark, N. J. Pass & Seymour Co., Syracuse, N. Y. 

General Electric Co., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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Dear Mr. Rost: 

Every business today needs to turn more 
to the style of “streamlining” than ever be- 
fore and I am writing this as my first plea 
to those in the electrical industry, regardless 
of their particular part in this field, to take 
an inventory of their business to find if 
they are meeting the demand for smoother 
and understandable relations with their 
many contacts from both selling and pur- 
chasing angles. 

Some of the most important items to be 
considered, and the ones requiring the most 
time to keep up with are as follows: lack 
of numbers on invoices; lack of order num- 
bers on shipping tags and labels as well 
as invoices; and last but not least that cash 
discount period which lacks uniformity. 

When an invoice is received without a 
number it is almost like being sent out to 
locate an address without having the street 
number, and likewise a shipment or invoice 
which does not give the purchasers’ order 
number is as much trouble. In tracing ship- 
ments and entering claims, both invoice and 
order numbers are almost always necessary 
and serve to shorten letters and telegrams 
about materials, etc., billed. 

The big time taker and the one that needs 
more attention than anything you can men- 
tion in business transactions is the discount 
allowed for cash and the period in which 
it is allowed. So much misunderstanding 
has arisen and loss of business has resulted 
from this, that in lots of instances, if regu- 
larity and uniformity had been followed, 


no one would have been hurt. There are 
too many discount periods and likewise too 
many amounts allowed for the various 
periods. To show the most used ones, I 
name the following: 

%,1,2,5 percent—10 days from date of 
invoice, Net 30 days; %, 1, 2, 5, percent— 
15 days from date of invoice, Net 30 days; 
¥%, 1, 2, 5, percent—10th prox. from date 
of invoice, Net 30 days; 2, 1, 2, 5 percent 
—15th prox. from date of invoice, Net 30 
days; %, 1, 2, 5 percent—1st to 15th if paid 
on 25th, Net 30 days; %, 1, 2, 5 percent— 
16th to 30th if paid on 10th, Net 30 days; 
No cash discount—10 days to 30 days net. 

You can readily appreciate what your 
purchasing and accounts payable depart- 
ment as well as your sales and accounts re- 
ceivable department has to do to keep in 
accord with such discounts. The brain work 
used to remember these things could be 
used to better advantage on the more im- 
portant phases of your business and this 
can only be done in having one discount 
period, if not the same amount, for this one 
period. The most acceptable and satisfac- 
tory period it seems, from experience, is 
2 percent—10th Prox., Net 30 days. The kind 
of material billed might make the amount 
of discount vary from % to 5 percent but 
certainly you would have the peace of mind 
in knowing that the discount period had 
not passed by oversight, that it will be or 
was the 10th of the month following your 
purchases. 
asked 


Some manufacturers have been 








CASH discounts have an important part in keeping a wholesaling 
operation out of red ink. The keener competition rages—the more 
important becomes that cash discount. It represents the differ- 
ence between profit and loss on many transactions. When cash 
discounts are reduced on goods that the wholesaler buys, that 
reduction represents an irreparable loss because the wholosaler 
cannot simply pass the cut along to his customers. 


Not in many years has a change in the cash discount policy of 
some manufacturers caused such genuine concern among whole- 
salers, as has been evidenced in recent months by letters to the 
editor of their magazine—ELECTRICAL WHOLESALING. 


We reprint here another letter and invite further comments on 
this subject from manufacturers and wholesalers alike. 


The EDITOR 
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Charles F. Jones 


why uniformity of discount periods might 
not be followed and the reasons given va- 
ried. “It’s our long custom to allow these 
discount periods and we are not going to 
change them’’—came from one or more who 
allowed discounts ranging from net to 5 
percent on invoices dated 1st to 15th and 
16th to 30th if paid on 25th and 10th prox 
respectively. Others gave the reason that 
their particular discount period enabled 
them to collect accounts before having to 
pay their bills. 

Cash discounts are valuable, if there be 
any. One cannot afford to lose them either 
from oversight or lack of funds. The banks 
are always helpful and a uniform discount 
period would enable you to go only once 
to your bank for the necessary assistance of 
financing in the event you have to resort 
to this measure. 

The question of cash discounts could per- 
haps be put to a straw vote and regardless 
of what periods would be found to be the 
most popular, we then could have one and 
the same discount period all over the coun- 
try. 

Charles F. Jones, Proprietor 

Wilmington Electrical Supply Company 

P. O. Box 961 
Wilmington, North Carolina 
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N ews Notes from N EW. A. 


By Alfred Byers, Secretary 


National Electrical Wholesalers Association 





N.E.W.A. SALES BOOSTERS ARE USED 

Reports coming to the attention of 
headquarters disclose a growing inter- 
est, in many areas, in the use of the 
N.E.W.A., Sales Boosters being pub- 
lished regularly for the salesmen of 
members in the Apparatus and Supply 
and the Appliance Divisions. 

Comments on the excellence of the 
material and its presentation are being 
heard from many sources. The prac- 
tical, simple suggestions, contained in 
each issue, appeal to salesmen, it is 
reported, because they offer real leads 
in how to find sales and how to make 
them. 

Most recent Boosters covered the 
subjects of “Use the User” for the 
Appliance Division; and “Electric 
Ventilation” for the Apparatus and 
Supply Division. 

A Booster is now being prepared 
for Appliance Division Members on 
“Cashing In On Contin- 
uous Sales Training.” 


the subject 


AREA MEETING SERIES CONCLUDED 

March brought to a finish the 
successful series of 24 area meetings 
held during the past several months 
for N.E.W.A. members in various 
parts of the country. The final meeting 
was held March 10th at Knoxville, 
Tenn. This was preceded by meetings 
at Nashville, Tenn., and Memphis, 
Tenn. on March 5 and 3 respectively, 
and one at Tampa, Fla. on Feb. 27. 

Your reporter conducted the three 
Tennessee meetings, and together with 
Managing Director Chas. G. Pyle 
participated in the Tampa meeting. 

In each case the attendance was 
almost perfect in percentage of mem- 
bers in the area. The meetings them- 
selves were excellent from the stand- 
point of the general discussion by 
members. The general concensus was 
that meetings held locally, by rela- 
tively small groups, promote the wel- 
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fare of all members and enable many 
(especially those key men in members’ 
organizations who do not attend con- 
ventions) to become much more fa- 
miliar with N.E.W.A. services and 
programs than is possible in any other 
way. Recommendations were made at 
each meeting that this be a regular 
feature of association activity in the 
future. Those views will be submitted 
to the Board of Governors for con- 
sideration. 


SPECIAL TELEVISION REPORT 
iS A MASTERPIECE 

The Service and Repair Parts Com- 
mittee has a new, and very hard work- 
ing sub-committee. It recently com- 
pleted a special report on conditions 
existing in the installation, servicing 
and repairing of television receiving 
sets. 

Its report was a high-light of the 
May Convention and its publication 
to the membership will supply every 
N.E.W.A. member with data which 
will prove invaluable to them in coping 
with intricate problems peculiar to 
this electrical product. The report is 
lengthy and every word of it is im- 
portant. 

Credit for this outstanding, and 
most recent contribution to this branch 
of the industry goes entirely to FE. A. 
Anthony, the sub-committee chairman, 
and his members, P. B. Ingraham, Jr., 


C. J. Graven, and W. A, Mackie. 


COMMITTEE ACTIVITIES 

The month of March saw the com- 
pletion of the schedule of N.E.W.A. 
Committee meetings to precede the an- 
nual convention. The printing and dis- 
tribution of reports to all members 
before convention time was well un- 
der way. 

A considerable fund of valuable in- 


formation is contained in these reports 
and formed the basis of much of 
the convention discussions, particularly 
at the four panel sessions which the 
convention featured. 

The association has profited greatly 
this year by having an excellent group 
of committees. The chairman and 
members of every committee have de- 
voted much time and skillful effort in 
approaching their many problems and 
recommending solutions. Not only 
N.E.W.A. members, but the entire 
industry benefits from these activities. 
As a result, electrical wholesaling, as 
an industry, knows where it is headed, 
and is well prepared to meet its eco- 
nomic opportunities and obligations. 
Every electrical wholesaler and appli- 
ance distributor is actually indebted 
to the members on N.E.W.A. com- 
mittees for their generous contribu- 
tions to the welfare of all. 


ARE YOU ON THE LIST? 

What list? Why, the list of those 
successful and wide-awake wholesalers 
who receive the monthly report on 
Electrical Wholesale Trade Trends, 
published by the U.S. Dept of Com- 
merce, Bureau of the Census, Wash- 
ington 25, D.C. 

The list is well over 500 now. Each 
month those electrical wholesalers re- 
ceive a splendid report on sales, ac- 
counts receivables, inventories, and 
collections. The figures are broken 
down into classifications of wholesal- 
ing, and geographically as well. They 
provide good guideposts for any dis- 
tributor to watch and compare with 
his own results. 

Naturally, the more of you who 
contribute monthly information, the 
more dependable the data are bound 
to be. Only a simple card need be filled 
out to supply the required information. 
By contributing your data you auto- 
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matically receive the monthly report. 

N.E.W.A. is on record endorsing 
this valuable government service—pro- 
vided at no cost—other than the taxes 
you pay. N.E.W.A. also urges every 
electrical wholesaler to participate in 
this program. Your figures are treated 
in the utmost confidence, and they are 
divulged to no one. 

Why don’t you obtain this remark- 
ably fine service for your company’s 
benefit ? Now is a good time to do it 
too! Just drop a line to Washington, 
DD. C. asking to be put on the list of 
reporting wholesalers. A prompt reply 
will bring you the reporting card and 
a copy of the latest report. 

You'll be mighty glad you did it. 


(Continued from page 61) 


discharge his present duties as general ap- 
paratus and supply manager at WESCO’s 
headquarters here. Born and educated in 
Somerville, Mass., he worked for various 
electrical contractors and jobbers in Boston 
until 1925, when he became stores manager 
of WESCO, Boston. 

In 1929 Mr. Nickerson was made assis- 
tant sales manager of WESCO, Cleveland, 
and three years later he joined the com- 
pany’s eastern district as assistant district 
sales manager. He came to WESCO head- 
quarters in 1936 as syndicate representative 
and in 1943 was named general apparatus 
and supply manager of the company. 


Two Elliott-Lewis Firms 
Merged In Philadelphia 


PHILADELPHIA—The merger of the 
Elliott-Lewis Co., Inc, and the Elliott- 
Lewis Electrical Co., Inc.—both of this cits 
—into one of the country’s largest distrib- 
uting firms in the field of home appliances, 
heating and air conditioning, was an- 
nounced recently. The new concern is the 
Elliott-Lewis Corp., with headquarters at 
2514 N. Broad Street here. 

The consolidation was brought about, 
said J. E. Rowland, formerly president 
of the Elliott-Lewis Co., Inc. and now 
president of the new organization, so that 
dealers and consumers of both component 
firms could be better served by having a 
larger number of their needs provided by 
one concern, 

In addition to Mr. Rowland, who is 
general manager as well as president, the 
other officers of the Elliott-Lewis Corp. 
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HI-LAG LINK DESIGN 


One piece thickness of renewal link, 
produces strong lag characteristics. 


The WARE HI-LAG Renewable Links are designed 
to provide longer time lag for handling starting, as 
well as other temporary harmless overloads. Always 
assuring 100% Protection. 

Note exclusive design of WARE HI-LAG Links: 
the square ends which increase contact areas and main- 
tain low resistance without overheating; the wide metal 
areas in body, which absorb excessive heat from motor 
starting current and short heavy surges; the narrow 
cross members, which allow for expansion without 
sharp bending; the fusing points, which open with a 
minimum of arcing on short circuits. 

No fuse is more dependable than its link. The 
WARE HI-LAG Renewable Link of one piece and 
uniform thickness, insures dependable absorption of 
heat for time lag. Other exclusive features include the 
Spring Tension Locking of Links into Circuit— Double 
Bridge Knife-Blade Assembly—Gas Vents and Sim- 
plified Construction, only 3 Parts. 


HI-LAG FERRULE 
FUSE CONSTRUCTION 


Our ferrule type fuse has a heavy 
brass bar, which locks into open 
end ferrule, bridging fuse case. 
This bridge locks link to prevent 
twisting and cap tightens on new 
center contact. No sagging wash- 
ers or twisted links to cause over- 
heating. 

Investigate today! Start econ- 
omizing with the World’s Best 
and Coolest Operating Fuse. 





Write for Fuse Booklet No. 4420 


giving all features, sizes and details 


7 
IW/A'RIE: Bethews 4450 W.LAKE $T.-- CHICAGO 24 JILL. 





93 








Id 
: Happy Customers 


For Tomorrow 


Whether you're wiring factories, office 
buildings, machine tools or major or 
small appliances, the finished job will 
he better because you have used 
PWC wires. 

For PWC building wires, machine tool 
and appliance wires (UL approved to 
80° C) have insulations that are super- 
aging, virtually immune to oxidation; 
that won’t support combustion, thus 
eliminating the fire hazard of ordinary 
insulation. They're highly moisture 
resistant, not affected by vegetable, 


mineral or lubricating oils and greases, 


ith 








and theres no discoloration or 


corrosion of copper conductors. 


Other PWC properties speed work to 
save labor costs . . . for instance: ease 
of stripping, pulling through conduits 
and color coding (up to eight standard 
colors, others on special order). And 
smaller diameters permit more wires 
in a given conduit or space. 


Write us your requirements so that 
we can talk PWC performance on 
these or other wires or cables in terms 
of your specific needs. 








PWC 


PLASTIC WIRE |- 
& CABLE CORP. | — 


Jewett City 
Connecticut 
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406 East Main St. | ——— 







BUILDING WIRE 


POWER CABLES 


HEAVY DUTY FLEXIBLE CORDS 


PARALLEL LAMP CORDS 


TELEPHONE WIRE 


THERMOSTAT WIRE 


WELDING CABLE 


CORD SETS 





are: Frank Elliott, Jr., vice president and 
assistant general manager; Victor Lazo, 
vice president in charge of wholesale oper- 
ations; J. C. Campbell, vice president in 
charge of retail operations; Joseph Call, 
vice president in charge of refrigeration 
and air conditioning; and Warren Muir, 
vice president. The secretary and treasurer 
are Otto L. Draeger and A. M. Morton 
respectively. 

T. H. Lewis, who founded the Elliott- 
Lewis Electrical Co., Inc. with the lat 
Frank Elliott 45 years ago and later estab 
lished the Elliott-Lewis Co., Inc. to con 
centrate on air conditioning and heating 
is the chairman of the board of the new 
corporation, 

It is reported that the Elliott-Lewis 
Corp. has more than 3,000 dealers in ar 
operating area comprised of the eastern 
half of Pennsylvania, the southern half of 
New Jersey, Delaware, and the Eastern 
Shore of Maryland. 

While there are now showrooms at the 
site of the firm’s executive offices at 2514 N 
Broad Street, and at 401 N. Broad Street, 
727 Arch Street, 1017 Race Street, and 
three warehouses elsewhere, Mr. Rowland 
indicated that the corporation plans event- 
ually to house all operations under one 
roof, Architects are drawing up tentative 
plans for a new building which is to have 
a minimum of 150,000 sq. ft. of floor space, 
railroad sidings and loading platforms, it 
was reported. The site, to be in this city, 


has not been selected vet. 


Graybar Appoints Inwegen 
To Headquarters Post 


NEW YORK-—B, P. Van Inwegen has 
been appointed assistant manager of light- 
ing sales for Graybar Electric Co., it was 
announced here recently by H. P. Litch- 
field, assistant sales manager. 

Mr. Inwegen began his career with the 
Graybar organization in 1934 as a sales- 
man at the Newark, N. J. branch. He is 
an electrical engineering graduate from 
Rensselaer Polytechnic Institute. Mr, In- 
wegen will assist R. C. Kinney, Graybar’s 
national manager of lighting sales, Both 
men will make their headquarters at Gray- 
bar executive offices in New York City. 


Railway Express Cuts 
Coast To Coast Rates 


WASHINGTON —A schedule of new 
and lower express rates for the transporta- 
tion of retail merchandise from New York 
City to 23 West Coast points, to become 
effective the 20th of this month, was filed 
with the Interstate Commerce Commission, 
the Railway Express announced recently. 

These new rates will apply to shipments 
weighing 750 lbs. and over from one ship- 
per to one receiver for such retail articles 
as wearing apparel, leathergoods, phono- 


ELECTRICAL WHOLESALING — May, 1948 





nd 


0, 


in 
I] 


yn) 








graph records, textiles, toys and many 
other items sold in large quantities by 
retail stores, 

rhe new rates are in three weight 
groups. The first group ranges from 750 
to 999 Ibs., the second from 1,000 to 1,499 
lbs., and the third, 1,500 Ibs. and over. 
An example of the reduction is found in 
the New York to San Francisco rate which 
at present is $15.84 per hundred pounds. 
Che proposed rate, in this case, is $14.25 
per hundred pounds for group one, $13.75 
for group two, and $12.25 for group three. 

In announcing the reduced rates, K. N. 
Merritt, vice president in charge of traffic 
for the Railway Express Agency, stated: 
‘The purpose of these new rates is to 
stimulate more express trafic from New 
York manufacturers to department and 
specialty stores on the West Coast and 
will result in lower transportation costs 
on merchandise shipped in quantity to re- 
tailers located long distances away from 
many sources of supply.” 


D. W. May Corp. Holds 


Merchandise Expositions 

NEW YORK-—The D. W. May Corpora- 
tion, electrical wholesaling firm of this city, 
recently held two merchandise expositions— 
one at the Essex House in Newark for New 
Jersey dealers and the other at the Hotel 
Astor here for New York dealers. 

In addition to displaying its complete 
line of merchandise, the company intro- 
duced several new appliances to the re- 
tailers. Factory representatives as well as 
the personnel of the D. W. May Corpora- 
tion were on hand. 








PATRICK J. TIERNEY has been ap- 
pointed sales manager for the Ameri- 
can Electric Supply Co., Hartford, 
Conn. Mr. Tierney was formerly mer- 
chandising representative in New Eng- 
land for Moe Brothers Mfe. Co. As 
sales manager, Mr. Tierney will have 
full supervision of American Electric 
Supply Company's sales and selling 
programs, 
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The New ALL-ELECTRIC Household 
Appliance and Reminder Timer 


me convenience! A profit-maker for jobbers 
ptr grter sce TIME-AID, the a timer a 

liance .... a reminder timer .... 
pe ng reminder timer. Dependably, or 
controls sun lamps, radios, heating pads, — 
machines .... any appliance that plugs into an outlet. 
Turns them off automatically at a specific time .... 
and for timing anything from eggs to coffee to — 
sure cooking TIME-AID's buzzer signal tells you when 











time's up. In a handsome compact case. *; 
Every homemaker wants TIME-AID .... it's a profit- 


able item for jobbers and dealers. Write today for the 
complete TIME-AID sales story. 
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LIST $9.95—LIBERAL TRADE DISCOUNTS. WRITE FOR DETAILS. 


1630 TWELFTH ST. 
TWO RIVERS, WISCONSIN 


BUILDERS OF ELECTRICAL 





EQUIPMENT SINCE 1905 
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A Couple loa y Clerical Fitngs// 


Malleable Iron means a faster- 
Selling fitting every time! 


ASK THE CONTRACTOR! Better 
jobs done quicker mean more money 
to the electrician. That’s why GED- 
NEY Fittings sell faster — they are 
made of high grade malleable iron, 
have a smooth rust-proof finish, and 
are cleanly and accurately threaded. 
Furthermore, every GEDNEY Fitting 
is carefully inspected, then packaged 
in easy-to-spot cartons — No guess- 
work, no lost time. 







CONDUIT NIPPLES 


EMT SERVICE CAPS 


CONDUIT COUPLINGS 


EMT BODIES 
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WATERTIGHT 
BOX CONNECTORS 


THREADED 
CONDUIT BODIES 


ANGLE 
CONDUIT INSULETS 


EMT 
CONDUIT BODIES 
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CORD GRIPS & 
PVX CONNECTORS 


EMT 90° 


GROUND FITTINGS ELBOW CONNECTORS 


SQUEEZE CONNECTORS 
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i) WRITE FOR THE 62-PAGE GEDNEY CATALOG! 


Every GEDNEY item clearly in- 
dexed with every size and type for 
your stock. A complete manual ex- 
pressly prepared to save hours of 
time in ordering Your copy will be 
mailed on request on your company 
— letterhead—send for it today. 


GEDNEY ELECTRIC CO. 


RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. 
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FOUNDRY, FACTORY & SHIPPING POINT: TERRYVILLE, CONN. 


_ 


~ 


4 
4 


ereeeveeeee eevee eeeeeeee eevee eeeeeeeeeeeeeeee eee @ 





Diamond Wire Moves 


From Chicago Heights 


SYCAMORE, ILL.—After being in busi- 
ness for 45 vears in Chicago Heights, III., 
the Diamond Wire & Cable Co. discon- 
tinued the operations of its plants there as 
of May 1 and consolidated all activities 
at its plant in this city, according to a re 
cent announcement by Roy Gordon, treas 
urer. 

The Sycamore plant is a modern wire 
mill and will give the company greatly 
increased production with the facilities in 
stalled here, Mr. Gordon reported. The 
firm will continue to manufacture electric 


cords and building wire. 


High Tension Conference 
To Take Place In Paris 


NEW YORK — The twelfth biennial 
meeting of the International Conference 
on Large Electric High Tension Systems 
(C.1.G.R.E.) is scheduled to be held in 
Paris from June 24 to July 3 of this vear. 

It is reported that over 100 technical 
papers on power generation, transmission 
and distribution developments will be 
presented and discussed by more than 1,000 
delegates from 40 different countries. A 
large United States delegation is expected 
to attend, and 14 papers of U. S. authorship 
will be presented. 

Twelve general sessions will be held, 
one of which will be devoted to a. c. trans 
mission at extra high voltages. Another of 
these general sessions will take up d. c. 
transmission at extra high voltages. Fifteen 
international study committees will hold 
individual meetings on operating practice 
and electrical equipment developments, 
including cables, conductors, insulators, 
towers, transformers, circuit breakers, rec 


tifiers, etc. 








ATTRACTING attention at the Toy 
Fair, recently held at the Hotel McAl- 
pin in New York, was the Noma Elec- 
tric Corporation's display, which fea- 
tured the company’s complete line of 
Christmas lights, decorations and toys. 
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Everybody PROFITS with 
SHEPLER “prererreo” PRODUCTS 


Sell the Shepler line and you offer your customers products backed by over 
30 years of experience... products that have become synonymous with 
unexcelled performance, long service, and highest quality at competitive 
prices. Their ease of installation, low operating cost and pleasing appearance 
make them popular with the trade and users alike. Their wide range of 
applications is especially appealing to the dealer who sells them. When you 
consider all their advantages and sales features, it’s easy to understand why 
“everybody profits with Shepler products.” Why not get complete details today! 





ON the 75th birthday of Ludwig Hom- 
mel (left), president of Ludwig Hom- 
mel & Company, wholesale appliance 
distributing firm of Pittsburgh, Pa., 
five employees—all with over 20 years’ 
service—presented him with a testimo- 
nial scroll signed by the 116 members 
of his concern. Those present (1. to r.) 
are: Helen Herrmann, Harold Hanft, 
Elizabeth Ruch, Joe Miller and Wil- 


liam Weixel. 


AUTOMATIC CEILING FAN 


@ Polished Aluminum Grille. 
@ Requires Only 74" Joist Space. 







Easily, economically and quickly in- 
stalled, this 10” fan is ideal for any 
room —particularly kitchens and those 
rooms with limited wall space. Opera- 
tion is by Model ‘'S'' 3-way speed control, or by regular 
wall switch. Features include: Redmond 48 watt motor, 
automatic shutters, weathertight seal. Rating: 650 C.F.M. 
(free air delivery). 





Plans For Third National 
Lighting Show Announced 
CHICAGO—The Third National Light- 


ing Exposition and Conference will be 
held March 29, 30, 31 and April 1, 1949 





DELUXE INVISI-GRILLE WALL FAN 
In chromium or white durenamel. 
The beautiful styling of this 10” fan makes it a welcome 


addition to any room. The attractive Invise-Grille front 
permits free air flow, but prevents any visibility of the 


in this citv. This choice of time and place interior. Unit is insulated and has weathertight seal, ond 
comes as a result of a recent meeting of the operation is automatic with the release of the bead chain 

: : eee control. Adjustable wall sleeves make possible installation 
show's sponsoring organization —the In- 


; 2 : ; age in any wall thickness. 
dustrial and Commercial Lighting Equip- 


ment Section of the National Electrical 


Manufacturers Association. 








Further action taken at the same meeting 


r ; 7 WALL INSERT HEATERS 
ASEH SBR HE ew | With Globar heating element. 


approves continuation of the Planned 
Lighting Merit Award Competition, which 


was a major feature of the 1947 exposition. 


These modern units are precision-built 
of the finest materials to give years of 
trouble-free service. The Globar Heat- 
ing Element—an important feature of 
j | all Radia Heaters—is not affected by 
totaling $1,500. According to R. D. Brad- — water or moisture and is guaranteed 
ley, of Day-Brite Lighting, Inc., chairman = > | against burn-out for a minimum of 
of the Merit Award Committee, booklets ; i 1500 neers congener eheepernenl - 
sizes, capacities (660-3000 watts) and finishes to suit every require- 
ment, Radia Heaters provide auxiliary electric heat at its finest. 
the competition will be ready by the 15th Series No. 1100 illustrated. : 

: : : ‘ Rear View of Shutter 
of this month, with the final date for en- 


tries set as Jan. 15, 1949. AUTOMATIC SHUTTERS 





This contest will be held again at the 1949 i 





show, and will offer awards and prizes 





containing official rules and regulations for 





In announcing the new Planned Lighting 








For every type exhaust fan. 
Merit Award Competition, Mr. Bradley For BETTER Business, BETTER Sell Strongly constructed of weather- 
said: “The extraordinary interest and large SHEPLER Products — resistant aluminum, Shepler Air Flow 
oe a . ait . , Shutters are designed for free op- 
number of entries of high quality in last Cie Wt eed es © Wall, Ceiling, Door Op att loth ptr fev Sn 
vear’s contest has encouraged us to repeat table heaters erated and Chimney Fans — nid 
, igh 3 ‘ : i Gedtic Ciaiiain tite és ‘een ie ates dae mounting. They operate automatic- 
this competition with an increase in the ~ ee i AB ally in bronze bearings, without 
number of cash prize awards. We will si flutter or noise, are weather sealed, 
, ‘ ®@ Automatic Air Flow Shutters : , 
offer Gold Seal Merit Awards of $100 each and stay free of ice and sleet. Avail. 
able in sizes 10 x10 to 48°x48 . 














to designers, planners and producers of the 


most meritorious lighting installations in Approved by Underwriters’ Laboratories. 
& Now available — beautiful, new ‘Silent Salesman’ merchandiser display. 
Write Dept. F-3 for complete details. 


industrial and commercial lighting.” 
It is planned to have separate competi- 


tions for the Merit Awards in the follow- 
ing five groups: Electrical contractors 


m4 y . yr, ° yy ‘Ol — ° 
utility lighting representatives; architects HI | j | R 
and consulting engineers: wholesalers’ 
lighting specialists and salesmen; and 


1312-14 SHEFFIELD STREET +© PITTSBURGH 12, ° 


users of commercial and industrial light- 
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ELECTRICAL SPECIALTY ITEMS 
FROM CANNON ELECTRIC 


LISTED IN THE NEW C- v CONDENSED CATALOG 


The new C-47 Catalog covers a great FIRE ALARM RELAY 
variety of multi-contact electrical 
connectors, electrical specialties such 
as hospital signal equipment, and 
various new signal lights, conduit fit- 
tings, terminals, lamp sockets, wag- 
ons, broilers, grills, sprinklers, etc. 


Motor Driven Type—California Uniform Code 


FIRE ALARM BOX 


Combination Open and Closed Circuit 





See page 26 for this Type FA-102M 
Relay which is designed to operate 
from any station, sounding all alarm 
gongs intermittently, until glass in 
station is replaced or circuit restored. 


UNDERGROUND CABLE TERMINAL 





For mounting on standard switch box 
or any 2 gang box, having single gang 
plaster cover, or surface mounted 
with extra sub-base. Contacts of wip- 
ing, self-aligning bronze. Ask for Nos. 
FA-105, -107. New catalog numbers 
and prices now apply. 


NURSES’ SUPERVISORY STATION 





| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| ° 
eee win ia P mame | Type UG-8 is shown on page 27, a 
a 2 2 j | waterproof underground installation 
> | type with two compression-type gas- 
»> 6 | ket cable glands and 8 bridged ter- 
' minals. 
4 | 
; | 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
. 


FIXTURE STUD 





g 
) 3 C) <2 
\ li eh: sal 
One of the many items in Cannon's 
complete Hospital Signal line, this 
SUP-1 is used in utility rooms, diet 
kitchens, etc., where call service must 
be provided (see page 25). 


Among the conduit fittings on page 
28, Type FS-2 is a fixture stud with 
locknut. Type FS-3 without locknut, 
3.” thread. Saves installation time. 
No bolts or mounting screws required. 


SPECIAL HIGH VOLTAGE CONNECTORS 


Now Available with standard Size 28 
Type “AN” shells 


For a copy 
of the new 
Cannon 
Electric 
C-47 
Condensed 
Catalog, 
Address 
Dept. E-362. 





Three No. 12 contacts provide for 
high voltage circuits. Shown above 
are rack mounting type shells, No. 
2397-1 and 2397-2 (see page 21). 


GAWWOU aaerRIG z 


SINCE 1915 
vel ymin Ulli 3209 HUMBOLDT ST., LOS ANGELES 31, CALIF. 














IN CANADA & BRITISH EMPIRE: WORLD EXPORT (excepting British Empire): 
CANNON ELECTRIC COMPANY, LTD. is FRAZAR & HANSEN, 301 CLAY STREET 
TORONTO 13, ONTARIO SAN FRANCISCO 11, CALIFORNIA 
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ing. The contest is not open to manufac- 
turers of lighting equipment or their em- 
ployees. 

An announcement by F. I. Wilson, of the 
F. W. Wakefield Brass Co., chairman of 
the Program Committee, stated: “A com- 
pletely different type of program is being 
arranged for the conference sessions—one 
that will be of even greater interest than 
those which attracted the attendance of 
many thousands to previous sessions.” 

G. T. Morrow, vice president in charge 
of sales of Curtis Lighting, Inc. and chair- 
man of the Exposition Operating Com- 
mittee, announced that the committee he 
heads includes the following men: D. J. 
Biller, Day-Brite Lighting, Inc., vice chair- 
man; S. R. Naysmith, The Miller Com- 
pany; F, I. Wilson, F. W. Wakefield Brass 
Co.; R. W. Staud, Benjamin Electric Mfg. 
Pas R. D. Bradley, Day-Brite Lighting, 
Inc.; V. N, Marker, Revere Electric Mfg. 
Co.; E. C. Huerkamp, Westinghouse Elec- 
tric Corp.; W. P. Lowell, Jr., Sylvania 
Electric Products, Inc.; H. M. Lazerson, 
Solar Light Mfg. Co.; F. J. Martin, 
NEMA staff; and A. B. Coffman, expo- 
sition manager. 

The information headquarters of the 
Exposition Operating Committee is located 
at 326 West Madison Street, Chicago 6, 
Ill. All inquiries or applications for the 
official rules of the Merit Award Compe- 
tition should be sent to this address, it was 
announced. 


G. E. Appoints Four 
In Control Divisions 
SCHENECTADY-— Four major appoint- 
ments in the control divisions of the Gen- 
eral Electric Co.’s Apparatus Department 
were announced recently. K. R. Van Tassel, 
manager of the divisions, named M. H. 
Blesh as manager of manufacturing, C. B. 
Bradish as manager of engineering and 
A. Green as manager of sales. Simul- 
taneously, Guy S, Hyatt, Apparatus De- 
partment comptroller, announced the ap- 
pointment of Thomas I. Hage as account- 
ant for the divisions. 


Safety Award Scrolls 
Go To Socket And Fuse 


NEW YORK — For the second consecu- 
tive year two electrical products received 
honorable mention scrolls, when the annual 
Home Safety Award, established by Lewis 
& Conger, well-known New York house- 
wares firm, was made at a dinner at the 
Waldorf-Astoria Hotel in this city. The 
principal award was presented to Grand 
Home Appliance Co. of Cleveland for its 
entry, the Safe-Tee-Kee, a safety valve 
that prevents gas ranges from being turned 
on accidentally. 

The S. P. Socket Company of New York 
was awarded an honorable mention and 
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special citation for its line of safety sockets, 
and the Signalite Fuse Co. of Bloomfield, 
N. J. received an honorable mention for its 
Signalite”’, a new type of fuse. 

The ‘“‘Non-Shock Safety Socket” line was 
selected because of a device in each socket 
that prevents electric shock even if fingers 
are inserted deep in the socket with the 
current on. The safety device or automatic 
disconnect mechanism is comprised of a 


S. P. Socket Co. 


flat phosphor bronze spring located in the 
bottom of the screw shell. The circuit can 
only be completed when the bulb is screwed 
into the socket, overcoming the tension of 
the safety spring. Although contact is made 
by screwing in the bulb in the same way 
as in the conventional socket, no amount 
of downward pressure with an inserted 
finger will close the circuit. 

The Signalite fuse is actually six fuses 


Wire and cable that will give even 
longer economical life. Bronco 60 with Neoprene 
jacket is made by our own exclusive process. 
The Neoprene jacket resists acid, alkali, oil, 
moisture, heat and sunlight. 


Sienalite Fuse Company Send for new, 


Complete Catalog 


in one, The fuse is equipped with a neon 
light which shows when a fuse is blown. 
lo renew the fuse a handle on the plug is 
simply turned clockwise until it clicks, : 

Robert Patterson, former Secretary of W $ 4 T ‘ x 7 
War, was the principal speaker at the 


dinner. Richard V. Lewis, president of INSULATED aad co 


Lewis & Conger presented the award, a 


ronze plaque mounted on oak, to James 1001 East Sixty -Second St. 
Mitchell, president of Grand Home Appli- Los Ang eles 1 ; ‘erelihielailie) 


ance Company. 
In addition to the award winner, the 
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LZ Ly S. P. Socket Co. and the Signalite Fuse Co., of 
Wee four other manufacturers received honor- ad 
L able mention for products contributing to pre 
home safety during 1947, The Neverub ing 

Corp. was mentioned for a powder to make 
rugs skid-proof; Merchandise Develop- div 
ment for metal tongs to pick up hot food M 
and articles; Jonathan Law for a night of 
stand smoking device to prevent fires due an 
to smoking in bed; Tupper Corp. for its po 
plastic, unbreakable tumblers. di 
na 
me 
Electric Corp. Opens si 
FOR AGGRESSIVE DISTRIBUTORS LIKE Branch In San Jose 4 
THE ELECTRIC SUPPLY CO. OF ATLANTA ies ge : 
SAN FRANCISCO—The Electric Corp., £1 

“Herman Nelson really gives you cooperation." electrical wholesaling firm of this city, re- 
says WwW. W. Crowe, President of The Electric cently opened a branch ofhce at 44 West 1g 
aa a " . Julian Street in San Jose, Calif. The quar- sa 
Supply Co. In addition to supplying quality ters, in a remodeled building, comprise ag 
heating and ventilating products, Herman Nelson 4,000 sq. ft. Managing the branch is George uc 
provides prompt service and valuable merchan- Leneevia. ar 
dising assistance. That's why it's profitable to in 
Whe Lien supeieet be a Herman Nelson Distributor." ” 
Six Major Divisions * 

e | 

Zuality Products — All Herman Nelson products | Organized By G. E. r 
are rated in accordance with standard test codes. Successful | SCHENECTADY-—The organization of 
distributors have learned that they can't sell better heating and | six major divisions in the small and medium V 
ventilating products than those bearing the Herman Nelson | meter divisions of the General Electric m 

nameplate. | Company’s Apparatus Department recently 

| was announced by W. H. Henry, manager 

Sales Alpe — Hard-hitting advertising is directed 
where you want it — to your dealer customers. In addition, 

sales literature and comprehensive engineering data help you p 


explain and sell each product. These services, plus special sales 
promotion campaigns provided by Herman Nelson, make it 
easier for you to do a profitable business. 


NYatiou- Wide Senice — Herman Nelson sees 


that you get prompt service — valuable sales assistance — 
personal attention to help you increase your business. Branch 
Offices and experienced Product Application Engineers, located 
throughout America, are always ready to serve you. 










Herman Nelson 
Direct Drive 
Propeller Fans 


Herman Nelson 
Belt Drive 
Propeller Fans 












Part of Herman Nelson's 


QUALITY LINE 


of Heating and 
Ventilating Equipment 


Herman Nelson 
Model CA 
Fans 





JACKSON 
QUALITY 


YARDLIGHTS 
— 


No. 
8972-8974—8976 


FOR RURAL 
LIGHTING 


e@ No. 8972 has 12" porcelain 
enameled reflector 

e@ No. 8974 has 14" porcelaln 
enameled reflector 

e@ No. 8976 has 16" porcelain 
enameled reflector 
COMPLETELY WIRED 

AND ASSEMBLED. 


For REA Installations. 


® Sold only thru Wholesalers 


® Manufacturers of 
Lighting Equipment 


JACKSON 


THE HERMAN NELSON CORPORATION 


Since 1906 Manufacturers of Quality Heating and Ventilating Equipment | 


MOLINE, ILLINOIS | 
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ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Il. 




















of the divisions. The six divisions are: 
administrative, general sales, product sales, 
product engineering, product manufactur- 
ing, and accounting. 

Involved in the organization of these 
divisions are the following men: D. E. 
Moorhead, named assistant to the manager 
f the divisions, assigned to engineering 
and manufacturing work; O. F. Vea, ap- 
pointed assistant to the manager of the 
divisions, assigned to sales work, and also 
named manager of the marketing and pro- 
motion division in the general sales divi- 
sions; H. W. Bennett, named manager, 
gear motor sales divisions; and C. W. 
Falls, appointed manager, commercial en 
gineering division, general sales divisions. 


Also included are: J. T. Farrell, man- 





iger, d.c. motor sales division, product 
sales divisions; Elliott Harrington, man- 
ager, induction motor sales division, prod- 
uct sales divisions; C. C. Hutton, account- 
int, Schenectady induction motor account- 
ing division; and M. E, Rexford, manager, 
standards and pricing division, general 
sales divisions. 

Ihe other men named were: L. D, Fow- 
ler, manager, Oakland motor sales division, 
Oakland, Calif.; L. E. Sproul, accountant, | 
Lynn motor accounting division, Lynn, 
Mass.; and D. A. Yates, manager, Lynn 


motor sales division, Lynn, Mass. 








New Look! 


‘Wrapped with descriptive removable 
band, flying the U. L. flag, an extension 
cord set that’s really thought through. 
New PLASTIC cord is color harmonizing. 
Guarantees maximum life, because re- 
sistant to wear, oil, alkalis, acid and water. 
An extra that means extra value for your 


customers. 








Sere Oe eid hs 


ELECTRIC COMPANY 
40 RIVER ST., PAWTUCKET, R. I. 
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OLIVER provides two sales points that you 


will find most helpful—a favorably known 
name and a complete line of Pole Line Ma- 


terials. Make full use of these points when 


contacting your customers! 


'RON AND STEEL 


CORPORATION 


South Tenth and Muriel Streets - Pittsburgh 3, Pa. 











MANY Los Angeles wholesalers took 
part in the Second Annual Industrial 
Electric Show recently held by the Elec- 
trical Maintenance Engineers Associa- 
tion of Southern California. The dis- 
plays featured industrial lighting and 
controls, motors and motor control, 
radioand television demonstrations, 
transformers and electrical supplies. 





Zicherman Appointed As 


LaSalle Sales Manager 
BUFFALO—The appointment of Nelson 
R. Zicherman as sales manager of LaSalle 
Lighting Products, Inc., of this city, was 
announced recently. Formerly an executive 
with Globe Lighting Products Co., Inc., 
Mr. Zicherman will have complete charg: 
of both the marketing and sales promotion 
of LaSalle products and the expansio 
program planned for the company. 












THE LIFETIME 
HANDLE 


DOUGLAS 
Aluminum 
Compass Saw 
Handles al- 
low easy ac- 
cess to hard- 
to-reach 
Pat. Pending places. TWO 
convenient 
wing nuts permit quick rever- 
sal of the blade, and hold it 
perfectly rigid. Handle is 
made in one piece. 


DOUGLAS BLADES 
LAST LONGER 
DOUGLAS Compass Saw 


Blades are made from 
highest grade spring steel. 
The teeth alternate from 
one side to the other; each 
tooth double sharpened. 





Send for Price Sheets 


DOUGLAS CO. 


P. 0. Bex 1864 Chariette, N. C. 


DOUGLAS 
a 
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Jefferson Electric 


Elects New Officers 


BELLWOOD, ILL.—At the annual stock- 
holders meeting recently held here by the 
Jefferson Electric Co., of this city, J. M. 
Bennan, vice president, and G, W. Ziegler, 
vice president in charge of production, were 
elected members of the board of directors. 
W. S. Minter, formerly assistant secretary, 
was elected secretary, and V. E. Lee was 
named assistant secretary. 












AT a“Gold Rush” meeting for dealers 
recently held by the Anchor Distribu- 
ting Co., wholesale appliance distribu- 
ting firm of Pittsburgh, Pa., Mal Mar- 
shall, sales manager, turns over his 
pistol to Jean Zack. 








onduancine DEVICES 


2979 Carroll Avenue, Chicago, Ill. 
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Turn to KNIGHT 


For Smart Ways 
Out of Tough Spots 







Elec. Contractors: Lord Electric Co 


Harlem River Housing Project 
Metropolitan New York Area 





KNIGHT Case History No. 1042 


This New York City housing project was a triple 
“stumper” to challenge the modern ingenuity of 
electrical engineers. Shallow ceilings were 
erected to conserve space and house 1960 people. 
Construction necessitated special units for elec- 
trical wiring. KNIGHT ELECTRICAL PRODUCTS 
turned the key to practical solution at low cost. 
Knight Patented hung Ceiling Boxes with four 
point suspension and special mounting bars 
saved costly pipe bending and installation of 
special couplings. Extremely flexible Knight 
Patented Concrete Outlet Boxes reinforced con- 
crete work and added flexibility which allows 
workmen to separate box halves when alterations 
are necessary after installation. Knight special 
thin wall outlet boxes allow switches and recep- 
tacles in the same position on both sides and fit 
two inch walls and lessen fixture needs by 50%. 


This explains why economy-wise planners 


turn to Knight for smart ways 
out of tough spots! 


More than 40 YEARS of Service 
to the Electrical Trades 
oN 


ELECTRICAL PRODUCTS CORP. 
1361 Atlantic Ave., Brooklyn 16, N. Y. 
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<q AERIAL INSTALLATIONS 





s UNDERGROUND SERVICE ENTRANCE —TYPE USE 


Here’s the cable that slashes inventory problems. Stock 
Collyer Suprene and you're ready for most power distri- 
bution and Underground Service Entrance jobs. Collyer 
Suprene, made with moisture-resistant rubber insulation 
and neoprene jacket, gives long service in the air or under- 
ground; has exceptionally good electrical properties for 
efficient power delivery. Its smooth, flexible neoprene 
sheath makes cable installation a fast, light job — and 
provides excellent protection against chemicals, oils, 
moisture, sunlight, and abrasion. Stripping, tapping, and 
splicing are simplified, too. Available in single conductor 
from 14 AWG to 1,000,000 CM;; also in multi-conductor. 
Underwriters’ approved as Type USE for Underground 


Service Entrance. 


W rite for information. 


INSULATED WIRE CO. 


245 ROOSEVELT AVENUE 
PAWTUCKET, R. I. 





THE APPOINTMENT of Charles E. 
Corcoran to the executive staff of the 
Interstate Electric Co., electrical whole- 
saling firm of New Orleans, La., recent- 
ly was announced by P. Stern, president. 
Mr. Corcoran formerly was general 
sales manager of Bickford Bros. Co., 
Buffalo, N. Y. 





Fresh’nd-Aire Appoints 
Hartmann and Wallace 
CHICAGO — The 


Hartmann as 


appointment of H. 
manager of the 
ion of the 


general 
Fresh’nd-Aire Company, a divis 




















UNIFORMLY GOOD 


Because they possess exceptional uniformity, 
a group of “Electro” fuses taken from stock in 
any part of the U. S. A. will show test results 
well within U. L. requirements. Made with 
Plus-values like other Miller Products, 
they safeguard your profits 
with Design that attracts... 


Quality that satisfies. 


2 
MILLER 


ELECTRIC COMPANY 









40 RIVER ST., PAWTUCKET, R. I. 
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Cory Corporation and manufacturer of air 
circulators and room humidifiers of this 


city, was announced recently. 


In his new capacity, Mr. Hartmann will FU LLMAN 
carry complete responsibilities for super- 
vising distribution, purchasing, sales and 


manufacturing of Fresh’nd-Aire air circu- 

lators and air humidifiers. He has been Pp 4 oO D U 6 J hy 

with the company since 1944. 
Coincidental with his appointment, Mr. 

Hartmann announced that J. W. Wallace A 

would serve as general sales manager. Mr. pe 18 0)0) 8:10) 45° | WIRING SPECIALTIES 
y > oO 

Wallace replaces the late D. B. Huggard, 





former Fresh’nd-Aire sales manager who 


was killed in a plane crash last year. 


QUALITY ALWAYS PAYS 


; X The materials used in the manufacture of “Latrobe” 
RMA Convention Issued Floor Boxes and Wiring Specialties are of the highest 
WASHINGTON — A preliminary pro- quality obtainable. 


Preliminary Program For 


gram for the 24th annual convention of the That is why “Latrobe” Products never falter nor fail 


after installation; but render absolutely top grade per- 
formance year in and year eut. 


Radio Manufacturers Association, to be 
held June 14-17 at the Stevens Hotel in 
Chicago, was issued recently by the RMA 
Convention Committee. 


The four-day conference, with President 
Max F. Balcom presiding, will include 
meetings of all RMA divisions and major 
committees, a membership luncheon and 
the annual golf tournament. Two meetings 
of the board of directors and the election of 
officers for 1948-49 are scheduled. 


No. 110 ‘Latrobe’ 
No. 252-R Floor Box Ww ‘aht B 
This dependable Two Gang Adjustable Box has atertig t ox 








No. 208 Receptacle in one section. One cover has Using 3'2” diameter Cover Plate and No. 208 Ke- 
'2” Flush Brass Plug: the other 2” Flush Brass ceptacle, this No. 110 Box is so simple and easy to 
Plug. install that it saves 15 to 20 minutes installation 


I 


time per box. ts safe and dependable with plenty 
of wire space inside box. 


Sell ALL Your Customers 


THE CLIPPER 
KITCHEN CEILING VENTILATOR 





You can recommend the Clipper for proper No. 284 Nozzle with No. 470 “Latrobe” 
kitchen ventilation, one you can quickly install No. 200 Cover Plate Pipe or Conduit Hanger 
it and forget about it! Here is the neatest, most compact-fitting Duplex Made of highest grade malleable iron, this sturdy 
Receptacle Nozzle on the market. Is furnished with hanger is quickly and easily installed and hangs 
EXTRA PROFITS FOR YOU Vo” or 34” Brass Pipe Extension. Hs od conduit 42”, 34” and 1” to steel beams %,” 


Cash in on this nationally advertised ceiling 
blower. Guaranteed for 5 years because of the 
exclusive, patented partition which keeps the 
motor out of the grease-laden air stream. 











Sold Only Through 
Wholesalers 














r GET THE 
COMPLETE STORY 
Mail the coupon or . . 
write us today for Keystone Fish Wire “Bull Dog” 
tai i > Finest grade flat steel wire, expertly tempered. 
details of the Clipper Comes in ten sizes to suit the lightest work up to BX Cable Staples 
Dealer Plan. the heaviest power wiring. Excellent quality staples that never slip or shake 
The Clipper is easily loose. Packed in cartons, kegs and barrels, 


installed in the ceiling 
and vented through a 
side wall or roof as 
shown at left. 


reeemmms FULLVMAN MANUFACTURING CO. 


Send complete information on the Clipper 


Nome LATROBE . . . PENNSYLVANIA 


Address _ : 
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Prompt Deliveries on 


Poorless. Clectiie 


Exhaust Fans and Motors 











ATTRACTING considerable attention 
at the San Francisco Home Show was 
this display booth of California Electric 
Supply Co., featuring Lightolier fix- 
tures. It is reported that about 40,000 
persons passed by the booth during the 
show. The booth had separate sections 
for kitchen, dining room, hall, bedroom 
and bathroom fixtures. 


A number of sizes and models 


of Peerless Electric motors and exhaust and attic fans are 





now available for prompt shipment. This is your opfortu- 
nity to stock fans of proven performance, attractive design 
Allen-Bradley, Detroit, 
Acquires New Quarters 
MILWAUKEE — New and larger quar- 
ters have been acquired for the Detroit 


and quiet operation—all carrying the famous Peerless 
Electric name and powered with Peerless Electric Motors. 
Write for catalogs and price lists. 


office of the Allen-Bradley Company, elec- 
tric motor controls manufacturer of this 


city, it was announced recently, 


DeLuxe Fans 
District Manager J. D. Petersen, assisted 
by J. B. Mason, George Master and A, W. 


Hluorescent 
BALLASTS 


-»--4 TO 40 WATTS... 
STANDARD LINE & 
PLUG-IN TYPES 


Here is an extremely quiet, variable speed, attrac- 
tively designed fan for stores, restaurants, hotels 





and similar installations. Totally enclosed motors 
exclude dirt and moisture. Fans may be mounted 
vertically or horizontally. Supplied for single 
speed, two-speed, or three-speed operation. 


Finished in Buckingham grey. 16” to 30” sizes. 


Attic Fans 


Powerful air movers that are economically op- 
erated and easily installed. Belt-driven by ther- 
mally protected Peerless Motors. Extremely 
quiet and efficient in operation. Modern design 
with all metal panel finished in attractive grey. 


24 to 48-inch sizes. 





Motors 


A line of standard general purpose motors. 
Single-phase, repulsion start-induction run (high 





starting torque with low starting current) in 
ratings 4 to 5 H.P. Also polyphase motors up 
to 74 H.P. 


—He Peerless. Electuic COMPANY — 


Established 1893 + Warren, Ohio 
MOTORS . FANS ° BLOWERS 
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| 


“PLUG-IN” TYPE ILLUSTRATED ABOVE 


COMPETITIVE PRICES 
PROMPT DELIVERIES 
UL APPROVED 


Quiet... Quality...long life... 
For origiral equipment or replacements 
use and recommend SYKES ballasts. 
Write for prices and catalog sheets. 


“4 


ELECTRIC MANUFACTURING CO. 


3905 WESLEY TERRACE 
SCHILLER PARK, ILLINOIS 
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Wiest, Jr., are now located at 11100 East 
Warren Avenue, Detroit. It is reported 
that better parking facilities and a larger 
stock of controls are now available to cus- 
tomers in the Detroit area. 


Three Branch Managers 
Appointed By Graybar 


NEW YORK — Recently appointed as 
branch managers by the Graybar Electric 
Co., Inc. were the following three men: 
C. C. McGraw at Knoxville, Tenn.; R. L. 
Wear at Savannah, Ga.; and A. W. 
Wheeler at Shreveport, La. 

Mr. McGraw, who succeeds the late F. 
O. Andridge at the Knoxville post, joined 
the operating department of the Graybar 
organization in 1937. Since then he has 
been a salesman, sales manager at Chat- 
tanooga, manager of the inside construction 
department at Atlanta, and manager at 
Savannah, 

Replacing Mr. McGraw as branch man- 
ager at Savannah is Mr. Wear. He started 
with Graybar in 1926 as a student, and 
his experience includes operating, credit, 
warehouse and sales jobs. Now managing 
the Shreveport branch — Graybar’s 100th 
distributing point —is Mr. Wheeler, who 
came with the firm in 1925 and has been 


a salesman and a service supervisor, 











Ce pESIALTIEGY 
SY 


ARE BEING SPECIFIED 
AND USED BY 


THE QUALITY MARKET 


OUR NEW 
AND LARGER PLANT 
IS NOW CAPABLE OF 
MEETING THIS DEMAND 


WRITE FOR CAT. No. 500 


C. D. WOOD ELECTRIC CO., INC. 
70-17 83rd ST. 
GLENDALE, L. I., N. Y. 





EE 


Se Mes 


Mfg. 


Pas 


at oO 2, 


BM) 


qi 
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NEATERe FASTE® 












































USE BRIEGEL 


ALL-STEEL 


NDENTER-TYPE 
FITTINGS! 


Cross Section 
Showing 
indentations. 


Select the best, insist on Briegel 
All Steel Fittings, the only approved 
Indenter type connectors and coup- 
lings for thin wall conduit tubing. 
You will not only find that Briegel 
indenter Fittings are easier and 
faster to use, but also make neater, 
stronger connections. Two Easy 
Squeezes and they’re set. Start using 
Briegel Fittings today. Have more @& 
satisfied customers — more profits e 


x 


2 


from each job. 


DISTRIBUTED BY 


The M. B. Austin Co., Northbrook, Ill.; Clayton Mark w 
& Co., Evanston, Ill.; Clifton Conduit Co., Jersey oO 
City, N. J.; General Electric Co., Bridgeport, Conn.; 
The Steelduct Co., Youngstown, Ohio; Enameled 2 
Metals, Pittsburgh, Penn.; National Enameling & 


Co., Pittsburgh; Penn.; Canadian General 


Electric Company, Ltd. 


All B-M Fittings Carry the Underwriters 
Seal of Approval and Canadian Standards 
Ass'n Approval No. 8275. fe 


BRIEGEL METHOD TOOL CO. 


GALVA, ILLINOIS 

















“JOBBERS! (Write for Safirmation. 


ON THE NEW 


HEINEMANN 


SAFELET Ss 


CIRCUIT BREAK ER— 
wer 


An outlet with a pilot light that 
| shows when circuit is in use. 








Here is a new sales stimulant for con- 
tractors and electricians .. . A circuit break- 
er that can be installed right where an 
appliance can be plugged in, which it pro- 
tects without affecting the main fuse or 
breaker. Magnetic, instantaneous’ on 
“shorts,” yet with time-delay for inrush 
current or harmless overload. Listed by 
Underwriters Laboratories: Ratings: 115 V. 

6, 10, 15 amps. 230 V.—6, 10 amps. 





ACTIVELY ADVERTISED TO 
CONTRACTORS EVERYWHERE 


Thousands of contractors and elec- 
tricians are reading about the 
SAFELET every month. Order now, 
and be prepared to demonstrate it 
when asked. 





me Folders Furnished For Your Use 





Trenton, N. J. 





RECENTLY NAMED as purchasing 
agent for the California Wholesale Elec- 
tric Co., Los Angeles, was L. J. (Larry 
Bloom. It was reported that this ap- 
pointment will enable W. D. Hughes, 
manager of that electrical wholesaling 
firm, to devote much more of his time 
to the sales end of the business. 














SALT insucatine BsusHines 


for LONG, HARD SERVICE 







@ Insure against power 
failures 

@ Eliminate grounds 
and shorts 


@ Meet requirements 
of 1947 Code 


@ Accurately machined 
—not molded 


® Strong, tough, 
resilient 


® Complete range 
of sizes 


@ All types—male, 
female, threadless 


If you are not already 
using SALI Bushings, 
ask for free sample. 


14300 LORAIN AVE. 
CLEVELAND 11, OHIO 
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Schoenbrod, Schneider 


Advanced By Electro 

CHICAGO — Victor Nemeroff, president 
of the Electro Manufacturing Corp., of this 
city, recently announced the following ap- 
pointments: 

L. K. Schoenbrod was named vice presi- 
dent and general manager. With Electro 
since 1939, Mr. Schoenbrod has served as 





Charles I. Schneider 


assistant general manager and sales man- 
ager of the firm. 


Promoted to general sales manage 


ger was 
Charles I. Schneider, who has held _posi- 
tions as service manager and assistant sales 
manager during the past four vears. In his 


new capacity, Mr. Schneider will be respon- 


sible for directing all sales activities, dis 
tribution policies and merc ead pro- 
grams. He has announced that Electro will 
vigorously continue its policy of selling to 


leading wholesalers. 
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MODEL 76 
CERAMIC PLAQUE 


$7.95 





More people live in cottages than in mansions. 
The small home market is the volume market 
for chimes—and you’re in this market with 
the Liberty line of two-tone door chimes. For 
Liberty’s eight beautifully designed models 
are priced to the cottage budget—from $3.50 
All but the two lowest priced 
models are complete with transformer. 


to $10.95. 


Forceful national advertising 


NCE 1924 


MINERVA, OHIO 


4 sensibly priced 
for volume sales 
in today’s price-conscious market 


carries 
Liberty sales message every month to your 
customers and your customers’ customers. 


bert (Jl 


MANUFACTURING COMPANY 





the 


MODEL 86-3 


PLASTIC CASE 
$10.95 











ILSCO 


LUGS AND 
CONNECTORS 








ILSCO 
FUSE 
CLIPS 
BELONG 


IN YOUR 
PRODUCTS 














because of these points of superiority: 

® special alloy material selected for 
spring, strength and high conduc- 
tivity 

® arched bottom assures secure 
mounting and prevents expansion 
or distortion 

® rounded corners 

® four “‘line point” contact to assure 
perfect fit for fuse and rigidity to 
maintain required pressure 

® 12% cooler by test 

® attractive prices 


ORDER TODAY ...IMMEDIATE SHIPMENT 
Write for 54-page illustrated catalog 








with full mechanical details. 


COPPER TUBE 
| iL ()) & PRODUCTS, Inc. 
7 CINCINNATI, OHIO 
















SWITCH 


AND 


WALL 


PLATES 


* 
Packed in individual 


envelopes with the 
necessary number 
of plated screws 
in glassine bag. 
Chrome 


plates are paper 


plated 


covered to give 


protection to the 


CHANGEABLE 

PLATES WITH 

HORIZONTAL 
OPENINGS 


surface until instal- 


lation is made. 


NOTHING TAKES THE PLACE OF STEEL 


HONER MFG. CO. 


412 South Green Street 
CHICAGO 7, ILL. 
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Cords and 
Cord Sets 


Selected by 
leading manufacturers 
...why not by you! 


A full line of 
Flexible Cords for the 
Repair and Service 
Industry, obtain- 
able through jobbers 

and distributors 










Approved by 
Underwriters’ 
Laboratories 





CORNISH WIRE CO., Inc. 
15 Park Row, New York 7, N.Y. 
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Los Angeles Distributor 


Spd A NNO ORME | Adds To Lines And Staff 


LOS ANGELES—Charles Shryrock, vice 





president and sales manager of Electrical 


Break-Proof, Shock-Proof Distributors, Inc., of this city, recently re- 


2 ported a number of new additions to his 
Screw Drivers firm’s lines. These include products of the 
Trumbull Electric Mfg, Co. and the Ther- 


You can depend on every item in the complete mador Electrical Mfg. Co., and Cutler- 


line of Vaco drivers to win friends and build re- Hammer’s complete line—including range 





peat business. Breakproof, shockproof and pre- datiatin. 
cision engineered throughout, these quality tools The sales force of Electrical Distributors, 
give year after year of dependable service. Inc. now includes four outside salesmen, 
the latest addition being Henry Hopkins, 
New Sales Features 173 formerly of the C. F. Braun Co. Mr. Hop- 


, kins has taken over what is known as the 
@ All Vaco drivers now are 


equipped with Amberyl slo- 
burning handles embossed 
with Underwriters’ Laborato- 
ries, Inc. Re-examination Service 
Marker . . . a Vaco exclusive! 


@ Only finest quality chrome PRODUCTS co. 
vanadium is used in Vaco 
screw driver bits. All bits are 
heat treated electrically for 317 E. Ontario St., created position of sales promotion manager 
controlled temper. as eee of the Solar Manufacturing Corp. and its 


“beach territory.” 








——, 





Solar Mfg. Corp. Names 

Chertok To New Position 
NORTH BERGEN, N, J.—The appoint- 

ment of Sidney L. Chertok to the newly- 














distributing subsidiary, the Solar Capacitor 


; . ; advertising and technical service depart- 
silver or other color on handle. Write for details. ertising . al service depar 





ments. 


@eeeeeaeoea eee eeeeeeeeeeeeeeeeeeeeeeeeeeee8@ 
x ff ES 4 Sales Corp., was announced recently by 
Vo Size : W. C. Harter, executive vice president. 
GOOD WILL People can't resist the appeal ef this handy little teol ° In addition to his new responsibilities, Mr. 
” s ° . *-e ’ 
BUIL DER 7 It's an ideal give-away . . . inexpensive in promotion or e Chertok will retain supervision over Solar’s 
. premium lot quantities. Your name imprinted in gold, e 
° 
. 
a 
. 





Audio Reduces Prices 


EMT Thin Wall Of Electronic Products 
€- on d U i t MINNEAPOLIS — Reductions up to 15 


percent have been made on the prices of 
electronic products manufactured by the 
Audio Development Co., according to a 
recent announcement by Ralph Allison, 
president. The new price schedule applies 


to audio, radio and industrial transformers, 








and numerous other electronic products and 


components, it was learned. 





= 
\ 

| 

| 

| 


1. Simple, fast installation 4. Cuts surface for posi- 
2. No rings to cock or lose tive ground 
> : 5. Raintight— 
3. Precision machined ct Acmeneed 
FAM Connector | taper fit PP 


Write for Descriptive Literature 





NOW in its second year in business is 
the Coast Wholesale Electric Co., Bur- 
bank, Calif., owned by George B. (Burt 
Smith (right). Shown with Mr. Smith 
is his operating manager, William Zeitz. 
Both men have had extensive exper- 
ience in electrical wholesaling. 


757 Waveland Avenue 
Chicago 13, Illinois 
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WHOLESALERS cooperating in the 
Proctor Electric Co.’s recent concen- 
trated merchandising campaign in San 
Diego were (l. to r.): J. McMahon, 
appliance sales manager, Gough Indus- 
tries, Inc.; E. Bonnet, traffic appliance 
sales manager, Graybar Electric Co.; 
M. G. Sues, president, Sues, Young 
& Brown; and M. Katzev, sales man- 
ager, J. N. Ceazan Co.—all of Los 
Angeles. 





Curtis Lighting Award 
Presented In Chicago 


CHICAGO—The 6th Annual Augustus 
D. Curtis Award for outstanding achieve- 
ment in the art of illumination was recently 
presented at the 14th Annual Sales Con- 
ference of the Edison Electric Institute at 
the Edgewater Beach Hotel here. 

Those winning first, second, third and 
fourth prizes, respectively, of the award 
for 1947 are as follows: Norman E. Tindal, 
Duke 
Romberger, com- 


illuminating engineer, 
Charlotte, N.C.: C. E. 


mercial lighting supervisor, Luzerne Coun- 


Power Co., 


ty Gas & Electric Corp., Kingston, Pa.; 
Lucian T. Kight, supervisor of architects 
and builders service, Duquesne Light Co., 
Pittsburgh, Pa.; and Frank Evans, light- 
ing engineer, Indianapolis Power & Light 
Co., Indianapolis, Ind. 

The for the Curtis 
Award is higher levels of quality illumina- 


fundamental basis 
tion applied in accordance with “Better 
Light—Better Sight” principles. The Curtis 
Award gives recognition to the operating 
utility companies, and to the individual or 
individuals in those companies who have 
accomplished most in maintaining these 
principles. The award was established by 
Curtis Lighting, Inc., of Chicago, in the 
memory of Augustus D. Curtis, founder of 
the company. 


Plymouth Rubber Names 
Young As Sales Executive 
CANTON, MASS.—The Plymouth Rub- 


ber Company, Inc., of this city, recently 
appointed Leonard A. Young as 


executive, 


a sales 
He will act as an assistant to 
Walter H. Bieringer, vice president of the 
company. 

Prior to the war, Mr. Young was em- 
ployed American 
Steel & Wire Company. On active duty 


as an engineer by the 








WITH JIFFY NO-KINK FISH 


mation. 





The New Jiffy No-Kink Fish Tape pushes and pulls easily 
around four 90° bends in aluminum conduit or six in steel. 
No stiff steel tape or sharp edges to gouge, stick or cut 
hands — coils easily —no reel necessary. Rust proof aircraft 
control type cable, galvanealed spring protected, will not 
kink or break. Pulls over box edges and conduit ends with- 
out curling — requires fewer boxes and fittings. Pays for 
itself on one job. Write or wire today for complete infor- 


CLYDE W. LINT CO. 


1144 West Washington Blivd., Chicago 7. 


TAPE 


For Aluminum And Steel Conduit 











TO SELL with 





REG U S PAT. OFF. 





COMPARE THESE FEATURES: 


e TRICO gives you a VARIETY line . 
Maximum sales per call. 


@® TRICO research 
new, improved products . . 
ways ahead of competition. 


constantly gives you 
- You're al- 


© TRICO’s individual design eliminates com- 
petition .. . you get all the repeat busi- 
ness... you build for the future. 


© TRICO advertising covers your markets 
. + speeds up sales for you. 


@ TRICO sells only THRU THE DISTRIBUTOR 
. . » You get 100% co-operation and 
healthy, controlled profit margins .. . 
without price competition. 


Get Started Today Toward More Profits 


ORDER — STOCK — SELL TRICO 
Write For Catalog 


Investigate the many “plus values” of TRICO PRODUCTS. 
it will help get you started on some real profitable 
business. It’s FREE. 
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YOU HAVE MORE / 





















4 


Rico 


es 














S: 





ND for Condensed Catalog No. 7. Keep it handy and refer 


to it for correctly designed units for good modern installations. 
It's a sales aid whether for industrial—sign or flood lighting. 


QUADRANGLE MFG. CO. 32 S. PeoriA st. CHICAGO 7, ILL. 
































FIXTURE HANGER... 
That Adjust With a Twist of the Wrist! 


At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box. 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 34” or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacie, two 5’ chains, hooks and cord clips. 


Friction-Set K100 . . . List Price $1.10 


new “Yriction-Set” 


For any fixture position 


Also Available with 3 Wire Solid Ground Receptacle 


Write for Bulletins K25 and K26 





SIMPLET ELECTRIC COMPANY 


3600 West Potomac Avenue «+ Chicago 51, Ill. 
112 Chariton Street « New York 14, N. Y. 


with the U.S. Navy during the war, he 
attained the rank of lieutenant commander. 
Mr. Young is a graduate of Worcester 
Polytechnic Institute. 





OBITUARIES 


L. E. MOFFATT 


Lester Eggleston Moffatt, 59, editor of 
ELECTRICAL MERCHANDISING since 
1930 died suddenly March 31, 1948, in the 
Roosevelt Hospital, New York City, follow- 
ing an operation, 

Topeka, Kansas, in 1889, Mr. 
Moffatt had been afhliated with the elec- 
trical industry all his life. 


Born in 


In his early years, he worked for the 
Western Electric Corp. in San Francisco, 
and the Graybar Electric Co. in Denver, 
from 1914 to 1918 he was head 
of the firm Biglin and Moffatt Co., Inc., 


manutacturers agents in New York City: 


Colorado > 





L. E. Moffatt 


advertising manager of 
Stealite Electric Products Co., New York, 


was sales and 


from 1918 to 1920, and operated his own 
advertising agency from 1920 to 1924. 

He joined McGraw-Hill Publishing Co. 
in 1924 where he 
assistant editor, western editor, managing 


ELECTRI- 


served successively as 


editor and editor-in-chief of 

CAL MERCHANDISING. 
His thorough knowledge of appliance 

merchandising problems made him a leader 


in the development of the electrical indus- 





trv. As editor of this magazine since 1930, 
Mr. Moffatt was in contact with every 
branch of the industry. He was widely 
known and consulted on merchandising and 


marketing problems by utility men, manu- 





facturers, distributors and dealers. 
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THIS AND THAT 







Meetings 


Society of the Plastics Industry—Annual 
meeting, Ambassador Hotel, Atlantic City, 
N. J., May 20-21. 

Illuminating Engineering Society—Mid- 
western Regional Conference, Hotel Nicol- 
let, Minneapolis, Minn., May 27-28. 





Type WP— Panel Type: 


A three-speed, direct drive, portable 
window fan for effective a in 
small homes, apartments, offices, stores, 
etc. Can be conveniently moved from 
window to window as desired. Fits 
window openings from 31 to 39 inches. 
At full speed, delivers 

2000 C.F.M. 


Edison Electric Institute — Annual con- 
vention, Atlantic City, N. J., June 2-4. 

Illuminating Engineering Society—Great 
Lakes Regional Conference, Hotel Statler, 
Detroit, Mich., June 16-18. 








Cold Cathode Fluorescent Lighting Ex- 


hibit—Grand Central Palace, New York Type WC—Cabinet Type: 


tan 

SS 

City, July 6-10. ' Designed for inside window sill mount- 4 aa 
tile . ; , ing, this semi-portable fan is suitable a SS 
Second International Store Moderniza- for cooling and ventilating relatively = = 
i . ~ . J d ere pe ent fan instal- = * 

S _ : > . Palace . large areas where permanent fi 2 s 
tion . how Grand Central Palace, New lations may be less desirable. Belt driven «= : 
York City, July 6-10. for quiet operation. Ample a for = 

> . : . . — . apz ° ee x rooms, homes, : 
Illuminating Engineering Society — Na- apartments of three to six roo ; —_ 
S =He » — stores, lodge rooms and small factories. 
tional Technical Conference, Boston, Mass., Available with outside automatic louver 
. for year-round use. Two sizes, deliver- 
September 20-24. \ ing 4500 and 6500 C.F.M,. 
National Electrical Manufacturers Asso- Contipies | 


ciation — Traymore Hotel, Atlantic City, \ 
N. J., November 8-13. 


R Gr As with all CHELSEA Products, the air deli- 
very of these units has been determined by 


the Standard Test Code of the Propeller Fan 
Monufocturers Association. WRITE FOR 


LOOK FOR THIS SEAL! BULLETIN 852 
CHELSEA FAN & BLOWER CO., INC. ©.) 







ASSOCIATION NEWS 





1206 GROVE STREET, IRVINGTON 11, NEW JERSEY \_Y 








BALTIMORE — The Electrical Manufac- a 
turers Representatives Association has an- 


nounced the acceptance of three new mem- 
“bers. They are R. M. Foster, K. A. Hawley DALAL e974 
and C. R. Durling, Jr. 

The association's president, F, Ww. Lemlvy, } y ORCELAIM "Ge 


has had to resign because of his newly 


appointed executive position with the Hab- 
irshaw Cable & Wire Division of Phelps- 
Dodge Copper Products Corp. in New 
York. Vice President Murray Nelson of 
Bulldog Mfg. Co. will take over his 
position. 


BIRMINGHAM-—Menmbers of the Electri- 
cal Association of Birmingham plan to do 
a real job of adequate wiring this vear 
and have perfected a “packaged program” 
to obtain industry-wide support. 

At a recent meeting J. F. Biggi, National 
Adequate Wiring Bureau technical consul 
tant, outlined the national program. Roy H. 


--- QUALITY 
that 


backs up a 
Good Got/ 


Knox, advertising manager of Birmingham 
Electric Co., presented the full scope of the 


“packaged program” which is receiving 


splendid support. 
he program is presented in an attract- 


ively designed folder with pockets to hold 


proofs of adequate wiring newspaper ads, 
pre-addressed post cards requesting wiring 
inspection for certification, a booklet en- 
titled “A-W Key to Saleable Homes,” the 
Handbook of Residential Wiring Design, 


THE UNIVERSAL CLAY PRODUCTS CO. 


1549 EAST FIRST STREET SANDUSKY, OHIO 





and a three-color prospectus with ten pages 
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of full explanation of the “Plan of Action” 

for the certification program. 
2 With the large number of new housing 
CC units under construction, efforts are being 
made to promote adequate wiring as a 


means to insure full use of electricity and 
W { te b A N D C '@) be DA G & appliances. The program is designed to as- 
sist promotion of the adequate wiring pro- 
gram. Wholesalers, contractors and appli- 
ance dealers are backing the program. 


CAMDEN, N. J.—Speakers from The N. J. 
Bell Telephone Co. presented an interesting 
program on “Up to the Minute’ develop- 






















ments and improvements in their company’s 


communication system to members of the 


MEASURE THE MODERN WAY 


Wire Cordage » Air Hose * Cable, BX and other 
FLEXIBLE MATERIAL up to 1” Diameter 


Electrical League of South Jersey at a re- 
cent dinner meeting. Magnets and crystals 
as well as other items of the latest equip- 
ment were demonstrated and a film entitled 
“Echoes in War & Peace” showed some ot 
the communication developments that 


Quickly pays for itself many times over. Cuts helped in World War II. 


ALL DIALS 
ROTATE CLOCKWISE. 
ADDS OR SUBTRACTS. | CHICAGO—One hundred and fifty mem 
RECORDS by 3 IN. to 

999 FT. 


losses of ...time, labor, money, accuracy, efficiency, 
carelessness and excess allowances. 


bers and guests of The Electrical Mainte 
Write for pamphlet and prices on other nance Engineers recently heard Roy A. 
Olympic Meters and Accessories | Nelson, test engineer of Simplex Wire & 
Cable Company, discuss the “Electrical 


- => Properties of Insulating Material.” Mr. 
A D HEWITT COMPANY Nelson demonstrated a.c. dielectric break- 
* « down of type R building wire, line wire, 


2718 ELLIOTT AVENUE e SEATTLE 1, WASHINGTON splicing tapes, varnished cambric tape, and 








| oil. Correct and incorrect methods of splic- 
| ing wire and handling varnished cambric 


tapes and type R wire were shown. 


CLEVELAND —L, D. Cleverly of The 
Harris-Seybold Company has been elected 
president of the Electrical Maintenance 


Engineers Assn. by the executive committee. 






World-wide recognition for 
this outstanding line of 
electric soldering irons — 


W. D. Biglin was elected vice president; 
Leonard Cawre, secretary and treasurer; 


| and S, E. Strunk was reelected association 


PLUG OR SCREW TIPS | manager. 

40 to 700 Watts 
Ye" to 134” Tip Dia. 
Follow the leaders and 


DALLAS—The Dallas Electric Club spon- 
eT ciety sats | sored a program at which Rudolph W. 


your soldering problems 
tool Write for literature. 


Staud, president of The Illuminating En- 
| gineering Society, was the speaker, and 


— specified by the big names 
for the TOUGH JOBS! 


* MINNEAPOLIS HONEYWELL 
* RADIO CORP. OF AMERICA 
* STROMBERG-CARLSON 
* WESTERN ELECTRIC 
* WESTINGHOUSE 


guests at the meeting were members of The 


Illuminating Engineering Society. Mr. 


/, : Here’s the famous Staud, who is also manager of sales pro- 
F motion and development for the Benjamin 


HEXACON HATCHET TYPE 
Electric Mfg. Co., spoke on “New Dey elop- 


we | . % 2 2. 
rs | ments in Lighting. 


These irons feature bet- 
ter balance for reduced 
operator fatigue. Effi- 


DETROIT—The Electrical Association of 


* EMERSON ciency is stepped up, and | Detroit reports that the All-Electric Home 
quality of work is im- , ‘ 
* KAISER proved. The ideal project which closed recently was a great 


iron for inaccessible 


success. More than 30,000 visitors saw by 
and intricate jobs. 2 


* BENDIX 
* SPERRY, 
etc. 


actual demonstration what electrical living 
can do tor them, A prize essay contest was 


announced for the best essay on “Why I 


Like an All-Electric Home” with prizes 
(146 CLAY AVE. ROSELLE PARK. NEW JERSEY | consisting of a television set and some traf- 


fic appliances. 
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The association’s ‘“non-pressure” mem- 
bership drive, an experiment last year to 
recruit new members by simply letting the 
association be the 


inspiring medium, 


brought in fifty-one new members. 


LOS ANGELES —A merchandising re- 
fresher course, sponsored by the Southern 
California Radio & Electrical Appliance 
Association, Inc, in cooperation with the 
Distributive Divison of the Los Angeles 
city schools has been completed. The six 
classes covered the potential local radio and 
appliance markets, capital investment, store 
front modernization, merchandise arrange- 
ment and display, sales organizations, serv- 
ice departments, 


advertising, customer 


credit and financing. 


NEW ORLEANS-—The executive commit- 
tee of the Electrical Association of New 
Orleans recently met and discussed the pos- 
sibilities for another big appliance show. 

rhe planning committee has been con- 
ducting a poll to find out the opinions of 
the association members on the appliance 
show, Present at the meeting were: S. L. 
Drumm, Charles E. Corrigan, Jr., W. C. 
Ellis, Paul Hogan, Wayne E. Wands, E. 
N. Avegno, C. W. Nussbaum, C. Epsy 
Reed, E. W. Schneider, I. W. Tufts, C. C. 
Walther, W. E. Clement, and Rudy Guid- 


roz, 


NEW YORK CITY—James J. Nance, pres- 
ident of Hotpoint, Inc., spoke on “The 
Woman Consultant in the Electric Appli- 
ance Industry” at a meeting of the Electri- 
cal Women’s Round Table. Mr. Nance 
sketched the background of the appliance 
field, emphasizing present and future as- 
pects in relation to the home economist 


and home service worker. 


OMAHA-—The Nebraska-Iowa Electrical 
Council in cooperation with the University 
of Omaha sponsored a practical course in 
salesmanship in response to repeated de- 
mands by salesmen of the electrical indus- 
trv. 

R. Wayne Wilson, member of the teach- 
ing staff of the University of Omaha, was 
the instructor. Classes met one night weekly 
for nine weeks and the course was set up 
to meet the immediate need for more effec- 
tive salesmanship in the current buyer's 
market. 


PITTSBURGH — Raymond BB. 


sales promotion manager, Philco Corpora- 


George, 


tion, gave some interesting facts on tele- 
vision in his recent address before the 
Electric League of Western Pennsylvania. 
Mr. George started with Philco as a sales- 
man in 1936. In his talk, he discussed how 
to start building now toward future tele- 


vision sales. 


ROCK ISLAND—W. H. Bodle, products 
Detroit, Mich., 


lectured and gave a unique demonstration 


engineer, Square D Co., 
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Talk it over... 
IN CONFIDENCE! 


The privacy you get on 
a desert island is yours 
when you use a Couch pri- 
vate telephone system. Sys- 
tems range from two-sta- 
tion lines to manual — or 
automatic — switchboard 
installations. 





Whatever your inter-communicating problem, Couch equipment 
will solve it with quick, dependable and economical service. Talk 
it over in confidence with Couch equipment. 


See us in Sweet's 


Catalog or Write 
for illustrated 





Catalog. 


S. H. COUCH COMPANY, inc. 


. 4€OSNORTH QUINCY 71, MASS, 

PRIVATE TELEPHONES for HOME and OFFICE . . . HOSPITAL SIGNALING SYSTEMS . . . 

APARTMENT HOUSE TELEPHONES and MAILBOXES . . . FIRE ALARM SYSTEMS for INDUSTRIAL 
PLANTS and PUBLIC BUILDINGS. 





























With the Famous 


500 
WATT 


0 


Prominent merchandisers across 
the country have proved the value of 
spotlighting displays with GoldE. This 
cooler handling high efficiency 500 
watt Bantam Super-Spot throws a 
clear powerful beam—easily adjust- 
able from even flood to concentrated 
spot. Has 414 inch Fresnel lens and 
pre-focus socket. Full universal 
mounting for ceiling, wall or floor. 
Very rugged, long lasting. Weighs 
only 8 Ibs. Uses long-life lamps. 
Liberal Discount Policy 
SEND FOR BULLETIN NO. 454 


Full Line of Attachments 
Available 


GoldE Manufacturing Co. 1222-A W. Madison St., Chicago 7, U.S.A. 








FAN-GLO HEETAIRE 


gives you everything 
. . and especially 





PARENTS 
MAGAIINE 


heaters built that 


The only 
kinds of heat (infra-red rays plus fan- 


give both 


forced heated air). The only heaters 
built that give your customers WARM 
COMFORT QUICKLY—the FAN-GLO 
HEETAIRES give you a complete 
SALES and PROFITS program! A pow- 
erful advertising and merchandising cam- 
paign that means more goods moved to 
people more people moved to goods 
MORE PROFITS FOR YOU! 


* A COMPLETE QUALITY LINE 


An entire line of matched heaters — 
portables and built-ins — in every price 
range, for every purse and person, 


*& SPACE-SAVING, SELLING DISPLAY 
Three new practical displays (for port- 
able and built-ins) that take little space 


- that catch her eye — make her buy! 
*%& CONSUMER LITERATURE 
Two colorful lightweight statement in- 


closures and counter throwaways. 
fit your small envelopes 
with “come and get it” 


They 
they’re loaded 
sells-manship! 


* A POCKET-SIZE SALES MANUAL 
The “Guide to Quick Heating” 
tells your salesmen all about heaters — 
how to merchandise and sell profitably! 


*& NEWSPAPER ADS AND MATS 


Six different productive retail ads— run 
them over your signature — and be ready 
for better business. 


* A COMPARISON AIRFLOW CHART 
The “tell all” 

contribution to 
into customers! 


36-page 


11” x 14” chart 
sales 


a new 
turns shoppers 


Write, wire or phone your supplier—or us—for 
the story of FAN-GLO HEETAIRE PROFITS! 
Hy \ Tested and Listed Under Reexamination 

' Service by Underwriters Laboratories, Inc. 


MARKEL 


ELECTRIC PRODUCTS, INC. 


LA SALLE 





LIGHTING PRODUCTS, INC. 
155 SENECA ST. * 





BUFFALO 3, N. Y. 
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on modern protection for wires to members 
of the Electrical Institute of the Tri-Cities. 
Special laboratory equipment was used for 
the demonstrations which included: a series 
of meters balanced to collect the heat in 
copper wire which was projected on a large 
screen; and a timer indicating time cur- 
rent is owing in the copper conductor and 
Bodle, in 


his talk, covered all phases of over-current 


when current is shut off. Mr. 


protection from forty years ago to the 


present day modern circuit breaker pro- 


tection. 


YOUNGSTOWN-H. W. 


chief engineer of The Morgan Engineering 


Ball, assistant 


Co., Alliance, Ohio, at a recent meeting of 

The League of Eastern Ohio 

spoke on the subject, “E.O.T. Cranes.” 
Mr. Ball told about nev’ crane develop- 


Electrical 


ments, changes in construction features and 
designs during recent vears and the trends 
in customer design. After his talk, he con- 
ducted a quiz session on electric cranes, 
from which much interesting and valuable 
information was gained. 

Serving on the panel for the session were: 
Jerry Ashley, Republic Steel Corp. ; Louis 
Breetz, Youngstown Sheet & Tube Co., 
Brier Hill Plant; C. B, Cleverly, Youngs- 
town Sheet & Tube Co., Campbell Plant; 
A. H. Kissinger, Sharon Steel Corp.; How- 
ard Williams, Carnegie-IIlinois Steel Corp. 













CANDYLBEME LAMPS | 


are proved sales boosters | 










Always in popular demand for use 
in candelabra, crystal, and polished 
fixtures, feature Candylbeme Lamps 
for quick sales, and steady profits 
on both bulbs and 
clear, undiffused 
ommend Candylbeme, available with 


fixtures. For 


illumination rec- 


either standard or candelabra type 
bases. Keep your stock replenished— 
turnover is fast. Nationally adver- 


NORTH AMERICAN 


1034 TYLER ST. ST. LOUIS 6, MO. 








MANUFACTURER 
DESIRES 


representatives throughout the country 
on Electric Christmas Trees sold through 
wholesalers and department stores. High 
quality standards maintained in’ our 
products. Fullest protection on territory 
assigned. 
RTE ees ETT LTE 
nn tts 


= az 
SOUNDRITE COMPANY, INC. 
384 Dwight St. 
Holyoke, Mass. 

















DEPENDABLE 
PERFORMANL[E 


Signal fan line 
includes the SIG- 
NAL 16” oscillator 
fan, the popular 
COOL SPOT 10” 
and 12” oscillator 
fans, and pedestal 
models. Stream- 
lined design and 
popular finishes. 








ges 


a 


a — 
Signal kitchen f 


vent fans are two types, 
adjustable 6-112” and 13-24”... with 10” 
quiet type fan...motor rubber mounted— 
totally enclosed ...double protection, outside 
shutter, inside door 
...can be installed 
in old or new homes. 
Signal exhaust 
fan for commercial 
use in kitchens, 
laundries, taverns, 
garages, and similar 
installations where a 
volume of air is re- 
quired. Ask for com- 
plete catalog infor- 
mation. 


































Signal portable 
drills — models 
for light and 
standard duty. Ask for drill cata- 
log and price information. 

Signal telegraph instruments include keys for 
the beginner and keys for commercial operators, 
all well built and designed for maximum service. 
Catalog information and prices on request. 


SIGNAL ELECTRIC. MFG. CO. 


MENOMINEE MICHIGAN 
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OTL 
PIERCE 


Renewable 


BALANCED 
LAG LINK 


SCREEN 
VENTILATION 


TUBULAR 
BRIDGE 





these Pierce features 
with confidence and 
Every month your 
Volume and Profits 
Will Build Up... 
Exclusive improvements arouse 
interest and make sales easy, 


Every sale starts a steady flow 
of repeat business. 


WRITE for full information 


about this successful line. 


1-Better built to stand 
up longer 


2-Improved Protection 
3-No ‘Direct’’ Sales 
4-Prompt Shipments 


5-Prospects pre-sold 
by Pierce Trade Paper 
and Direct Mail Adver- 
tising 





PACIFIC 
AVE. 


BUFFALO 7, 
N.Y. 


MORE FACTS 


ON PRODUCTS 





Control Equipment—A catalog, Federalog, 
contains information with illustrations on 
motor controls, safety switches, service 
equipment, circuit breakers, panelboards, 
switchboards, and bus duct. Federal Elec- 
tric Products Co., 50 Paris Street, Newark 
BF. 
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mention 


Electrical Fittings —Thirty-six page cata- 
log No. 16 shows four series of plugs and 
sockets, terminal strips, fuse mounts, and 
special terminal panels with specifications 
and suggestions for installation, mainte- 
nance, and inspection, Howard B. Jones 
Division, Cinch Mfg. Corp., 2460 W. 
George St., Chicago 18, III. 
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Electrical Fittings—Descriptions and speci- 
fications of several kinds of connectors, 
spacer washers and ground plates are 
given in an eighteen-page catalog. Jasper 
Blackburn Products Corporation, First, 
Clinton and Madison Sts., St. Louis 6, Mo. 














ay AVAILABLE 


THRU ELECTRICAL 
WHOLESALERS 


Electric Wiring Parts, 
including Portable 
Guards, Rubber Sock- 
ets, Plugs Extensions, 
Lamp Guards, Vapor- 
proof Portables, In- 
spection Lights, etc. 





Manufactured by 


THE ERICSON mc. co. 
CLEVELAND 3, OHIO 




















~ 
FLU X 


FOR 

SODERING 
BRAZING 
WELDING 


L.B. ALLEN CO., INC. 


6701 Bryn Mawr Ave. 
Chicago 31, U. S. A. 
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Extra heavy Bakelite 
f) FLUSH PLATES 
FOR TOP QUALITY JOBS 

Pressed heavy Bakelite in this widely popular 


design combines beauty with rugged strength. 














4 i | 88 
No. 953 No. 957 No. 961 
* * _@ 
s jee |'e 
oe @ ; 
No. 963 No. 965 No. 959 
® 
No. 967 No. 955 
LIST PRICES PER 100: 
Singles: Brown $10; Ivory $12 
Doubles: Brown $20; Ivory $24 
Triples: Brown $30; Ivory $36 


Each plate packaged in an individual 
envelope complete with METAL screws. 


ORDERS SHIPPED IMMEDIATELY . . . WRITE 
FOR SAMPLES AND DETAILED INFORMATION 


(Prices on lower priced line of 
flush plates sent upon request) 


A-P ELECTRICAL 
DEVICES CORP. 


501 N. Figueroa St. * TR 0851 * Lo 


s Angeles 12 
Mai! address: P.O. Box 2135, Terminal Annex 
Los Angeles 54 














ASBESTOS COVERED WIRE 
THAT MEETS YOUR MOST 
EXACTING SPECIFICATIONS — 


Shipped According to Your Schedules. 


Increased manufacturing facilities 
have enabled us to go all out in 
the matter of service to our cus- 
tomers .. . “Shipped According to 
Your Schedule” really means 
Shipped Ahead of Schedule. 


Users of asbestos covered wire 
— either solid or stranded — will 
find that RADIBESTOS WIRE will 
meet their every requirement for 
highest quality, neat appearance 
and durability. 


High manufacturing standards 
and careful inspection safeguard 
RADIBESTOS WIRE quality and 
guarantee its uniformity. 


Add RADIX SERVICE to RADI- 
BESTOS QUALITY and you have 
the solution to your asbestos cov- 
ered wire problem. 


Tell us your needs and let us 
submit samples and quotations. 







The sample card 
illustrated con- 
tains nine differ- 
ent styles of RA- 
DIBESTOS WIRE. 
Write for one 


omparny- 
CLEVELAND, OHIO 
yv 
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Flood Lighting —A catalog gives illustra- 

tions, descriptions and specifications of dif- 

ferent types and models of flood lamps and 

their accessories, Stone Manufacturing Co., 
+489 Henry St., Elizabeth, N. J. 


Wen on”? ELECTRICAL WHOLESALING 


Kitchen Ventilating Equipment—A booklet 
in sixteen pages describes built-in ventila- 
tors, portable electric ventilators for win- 
dow frame installation and ventilators for 
window pane or thin wall installation for 
kitchens. Ilg Electric Ventilating Co., 2850 
North Crawford Avenue, Chicago 41, III. 
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Mercury Vapor Lamps—A 24-page booklet, 
No, A-5112, contains technical data for six- 
teen types of vapor lamps, including de- 
tailed information on electric discharge 
through vaporized mercury auxiliary 
equipment available, and operating char- 
acteristics of vapor lamps. Lamp Division 
of Westinghouse Electric Corporation, P.O. 
Box 150, Bloomfield, N. J. 
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mention 





Motors—A four-page folder shows photos 
and includes general descriptions of type 
SI, high load capacity; type CSI, capacitor 
start; and type P, polyphase motors. Torq 
Electric Corp., Interstate Street, Bedford, 
Ohio. 





Manufacturers’ 
Agents 


“Headquarters in Boston” 


e 
Desire 
Additional Lines 
Electrical supplies only! Can offer fully 
established clientele of Electrical whole- 
salers in New England and Upper New 


York State. Aggressive representation 
assured for the right lines. 


RA-4599 


Electrical Wholesaling 
330 W. 42d St., New York 18, N. Y. 











MANUFACTURERS’ 
REPRESENTATIVE 
WANTED 


To represent well known manufacturer 
of Fluorescent Transformers. Sell to Elec- 
trical Jobbers, Supply Houses, Fluores- 
cent Fixture Manufacturers. Write, stat- 
ing exact territory covered, and lines 
now carried. 


RW-4768 
Electrical Wholesaling 


520 North Michigan Ave. 
Chicago 11, Ill. 

















Waterbury 
HANDY PLUG 


No Tools 
No Screws 







No Wire 
Stripping 
Approved by Underwriters 
Packed 25 to Package 
Immediate Shipments 
WATERBURY COMPANIES, INC. 
Waterbury, Conn. 








WEST COAST 


representative 
with well established follow- 
ing of electrical jobbers, offers 
intensive coverage of West 
Coast accounts. Warehouse 
facilities in Los Angeles. May 
be contacted at Barbizon Plaza 
Hotel, New York City, between 
June 2nd and June 7th. 


RA 4881 Electrical Wholesaling 
621 South Hope Street 
Los Angeles 14, California 


Manufacturers 


























REPRESENTATIVE 
wanted 


Salesmen and manufacturers representatives have 
rare opportunity in line of Fluorescent Lighting 
Fixtures—easy to sell to wholesalers because it’s 
UP in design and quality of construction 
and DOWN in cost of manufacture. Choice 
territories. Write experience or facilities in full 
William Ranieri, President 
WM. PENN FLUORESCENT LIGHT MFRS. 
1639 South Broad St., Philadelphia 48, Pa. 








Additional Line Wanted 
By MANUFACTURERS’ AGENT 


Covering Electrical and Hardware Job- 
bers out of Philadelphia will consider 
carrying another line for a reliable and 
reputable manufacturer. 

At present has only one major line and 
would be willing to accept a suitable and 
non-conflicting agency. 

Is well acquainted with the wholesalers 
in New Jersey, Eastern Pennsylvania, Del- 
aware, Maryland, Washington, and Vir- 
ginia, and can offer representation on the 
highest level. 

Will gladly furnish references from 
present principal, bank, and the Trade. 


RA 4684, Electrical Wholesaling 
330 W. 42 St., N. Y. 18, N. Y. 
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APPROVED BY 
UNDERWRITERS' LABORATORIES 








CATALOG OUTPUT LIST 
MODEL NO WATTS B.T.U. 1 HR PRICE 
LR-161 1650 5630 $28.60 
LR-162 1650 5630 29.95 
LR-202 2000 6824 29.95 


F.O.B. Factory 


“Seven Leagues Ahead” 


THERMADOR 


THERMADOR ELECTRICAL MFG. CO 
Los Angeles 22, California 





Power Distribution Systems—A thirty-two 
page booklet illustrates and describes vari- 
ous applications of BUSDUCT for indus- 
trial purposes. Valuable engineering data, 
charts and diagrams are included to facili- 
tate correct selection. Bulletin No. 101. 
Frank Adams Electric Co., 3650 Windsor 
Place, St. Louis, Mo. 
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mention 





Residential Lighting — A 36-page catalog, 
No. N, attractively illustrates with the use 
of color the various types of residential 
lighting fixtures manufactured by the Efco- 
lite Corp., Trenton, N. J. Fixtures for the 
hall and foyer, bedroom, game room, den, 
child’s room, small dining room, and for 
outdoor use are fully described and illus- 
trated. 
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Water Coolers—A twenty-eight page book- 
let shows pictures of bottle type, cafeteria 
type, bubbler type and central system water 
coolers with descriptions of general fea- 
tures and installation suggestions for typical 
manufacturing plants, retail stores, hospi- 
tals, office buildings, filling stations and 
department stores. The Drinking Water 
Cooler Manufacturers Association division 
of The Refrigeration Equipment Manufac- 
turers Association, 1107 Clark Building, 
Pittsburgh 22, Pa. 
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Water Systems —A _ sixteen-page booklet 
illustrates the different types of water sys- 
tems for shallow wells and deep wells with 
the use of color photographs and detailed 
descriptions of installation, mechanical 
make-up, and performance. Ingersoll-Rand 
Co., 11 Broadway, New York 4, N.Y. 
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Wire and Cable — Dimension and weight 
tables showing cable construction, engineer- 
ing data in planning new wiring and re- 
wiring of electrical installations, and pho- 
tos of cable samples are given in bulletin 
H-408, Hazard Insulated Wire Works 
Division of the Okonite Company, Wilkes- 
Barre, Pa. 

















IGHTS 


80 types available in price ranges 


from .75 cents up. All parts in 
stock. 
Complete line of “AMERICAN” 


incandescent lamps, our own prod- 
uct at best factory discounts. 


Send for complete information. 


THE SAVE LAMP COMPANY 


Baltimore, 11-P, Maryland 
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DONT SAY 


“STRIP” 


Right this way,folks! Step right 
up and meet Addie, the **Adda- 
Strip” girl. Look for her at lead- 
ing wholesalers. And remember 
don’t say “‘strip’’, say **Adda- 
Strip’’. It’s the password that 
saves you money in the long run 
.-. and the longer the run the 
bigger the saving. 18 inches or 
18 miles, Adda-Strip’s unique 
construction features and sup- 
erlative, precision-built quality 
add up to quick, inexpensive in- 
stallations. 










¢ . 
No. 8000 Adda-Strip. 18" to | *aopa strip tM 
8 ft lengths Completely wired 1 RE . 
and assembled including wire | 294728 
leads for splicing and feed. ; 
No. X8000 strip at lower prices. ; 


Small end boxes, no 
wire leads. 


U.S. PATENT 
NO. 2,434,781 


DISTRIBUTORS 
Hitch your wagon 
to this star. Put our 
Addie to work for 
you (available on 
counter displays 
and envelope 
stuffers). Get your 
share of Adda- 
Strip profits. 
Write us today 
for details. 


Adda-Strip is the most 
complete line, including 
single and double row for 


vest pocket strip for con- 
fined areas. Accessories 
include reflectors, hing- 
ed louver shields, louver 
and plastic shielding com- 


binations. 
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WIRING 
pEvices 


Weatherproof installations no 
longer need be of the old- 
fashioned “one-to-a-gang” type. 
With P&S Weatherproof wiring 
devices, you can have the added 
convenience of an extra switch or 
an extra outlet with a switch— 
under a one-gang plate. 


T-rated switches — Outlets with 
double grip contacts — Each de- 
vice sealed with cover and plate 
gaskets. — .060” brass plates with 
aluminum finish not affected by 
atmospheric conditions. 

P&S Quality based on over 50 
years’ experience in the manufac- 
ture of wiring devices — your as- 
surance of a trouble-free wiring 
job. Consult P&S Catalog No.42 


for complete information. 
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Ideas that will help you sell 


Probably every salesman has at times felt he 
needed new ideas or angles to close a sale. He 
realized he didn’t have enough of the right kind 
of information at hand to properly handle the 
sales interview. 


Should this ever happen to you in regard to BUSS 
Fusetrons, there are two ways in which you can 
get real help. 


First, there is the BUSS Fuseman in your territory. 
He is always glad to pitch in and help you close 
a hard-to-make sale. Then, too, he is always be- 
ing fed new information from the factory that he 
can pass along to you. By all means call on him 
when you want information about BUSS fuses. 


When you need quick action 


Sometimes you haven't time to wait for the BUSS 
Fuseman. Then simply turn to the BUSS Bulletin 
on Fusetrons that you carry in your binder. 


Bussmann Mfg. Co., St. Louis, Mo 


This bulletin is more than a price sheet. It shows 
how BUSS Fusetrons are made—and it does a lot 
more — it SHOWS THE BENEFITS THE USER GETS 
by replacing fuses with Fusetrons. 


It is a briefed up sales presentation. It answers 
the kind of questions that come up in a sales in- 
terview. It tells of the many kinds of protection 
that Fusetrons give— many of which were not 
heretofore available. 


Whenever the question of electrical protection 
comes up, remember this bulletin. In most cases 
it will give you all the material you need to make 
a sale. Even dimensions and other such ordering 
information are included in this complete sales 
bulletin. 


Maybe you had better check your binder now. 
See that your copy of the BUSS Fusetron bulletin 
is in good condition. If you need a new copy, see 
the BUSS Fuseman or ask your Sales Manager. 
Don’t take a chance on losing a sale because you 
haven’t the latest information with you. 


. Division McGraw Electric Company 


Sell Fusetrons for installation... 
throughout the entire electrical system 








